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HERE’S ONE POSSESSION I’M PROUD OF: THESE POLICIES 


VERY man likes things he can be proud of— 
E and particularly those heartening evidences to 
himself that he amounts to something, that he 
is a good judge of values. 

“I have such a possession—my life insurance 
policies in The Northwestern Mutual. Membership 
in that company has become an accepted tradition 
in my family—my grandfather, then my father, and 
now myself. 

“To me, and I believe I represent its 700,000 
members, this strong, 82-year-old company is an 
ideal life insurance organization. It is operated 
solely for the benefit of us, its policyholders. We 
are chosen on a basis of strict equality. Our mutual- 


. ‘ ‘< 
More Than 
700000 POLICYHOLDERS 


ene ee | 


We are [HE NORTHWESTERN [MUTUAL 


ity is well illustrated by the policies we own: pol- 
icies that adhere strictly to sound, time-proved 
principles—policies kept free of all experimental 
features—policies obviously drawn to make our 
security plans as safe, as flexible, as effective as 
possible. 

“All these wholesome factors add up to that final 
advantage which convinces me that I bought wisely 
and well: The Northwestern Mutual’s gratifying 
record for low-cost protection. That record is a 
potent reason why approximately half of The 
Northwestern Mutual's new business each year is 
on the lives of previous members. 

“Do you wonder that I feel proud of this posses- 
sion? It is the symbol of my peace of mind—the 
stout structure that will protect my family—the 
ample provision that assures my comfort and seren- 
ity when I'm ready to take life easy. 

“There are 700,000 of us, prudent men and 
women, banded together for mutual safety andadvan- 
tage. Together, we are The Northwestern Mutual. 

“A brief talk with a Northwestern Mutual Agent 
may be your discovery of a possession that will 
be an endless source of pride and satisfaction.” 


One reason why we are proud of our 
Northwestern Mutual Life Insurance 


—A typical case — 


In 1920 my father, age 40, added a 20-Year Endow- 
ment Policy for $10,000 to his Northwestern 
Mutual life insurance holdings. 
@ During the following 20 years his ac- 
tual outlay in premiums amounted to.$ 7,928.80 
@ In 1940 his policy matured for 
e An increase over his premiums of.... 2,071.20 
@ Moreover, had he died at any time 
during the 20-year period, his family 
would have received 
( This policy could have been for any amount of ) 
$1000 or more. The figures given above area his- ( 
) tory, of course. They are not to be considered as 
] a guarantee, promise or estimate of future results. 


To us, the policyholders of The Northwestern 
Mutual, cases like this show clearly how we have 
fared—and why we are convinced that we selected 
a low-cost company. 
~*~ *& & 

This program of advertising has been approved and 
authorized by the Executive Committee of the Board 
of Trustees of The Northwestern Mutual, as repre- 
sentatives of the company’s 700,000 policyholders. 


The Northwestern Mutual Life Insurance Compaay 
Milwaukee, Wisconsin 


This is the first of a new series of full page Northwestern Mutual advertisements which will 
appear in the Saturday Evening Post during 1940. 
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At left, “The Iron Horse of 90 years 
ago,” one of the Vermont historical il- 
lustrations used in National Life’s maga- 
zine advertising which appears regularly 
in Saturday Evening Post, Time, Life 
and The Atlantic. 


Tue Nationat Lire of VERMONT is 
one of the oldest life insurance companies 
in the United States. Out of a total of 
over 300 life insurance companies there 
are only 8 companies of equal or greater 
age. Founded in 1850 in the capital city 
of Vermont, it now operates through 
agencies in 36 states and the District of 
Columbia, and has policyholders in every 
state in the Union. 





The Ninetieth Anniversary of 
the National Life of Vermont 


HE RESULTS of operations for 1939, the National Life Insurance 
Company’s NINETIETH year, have been outstanding in many 


ways. 

Another year has been added to the unbroken record of increased 
assets each year throughout the history of the Company, and assets 
December 31 totalled $215,021,261, an increase of $9,910,941 for 1939. 

The Company paid to policyholders dividends totalling $3,772,004 
or 3.2 per cent more than in 1938. 

The net interest earned was 3.71 per cent and, in spite of continued 
difficulties of obtaining a satisfactory investment return, permits in 1940 
continuation of the dividend scale adopted for each of the last four years, 
except on fully paid up forms where certain reductions were made. 

Insurance in force increased $12,110,130, bringing the total amount 
of insurance in force to $561,076,613. 

The ratio of net actual mortality to the expected was 51.9 per cent. 

Reserves on all types of contracts were increased $8,904,284 or 4.87 
per cent. $517,087 of this increase represents a transfer from surplus to 
strengthen the reserves against disability claims in accordance with most 
conservative practice. 

Policy loans have been reduced $1,853,861. 

The Company’s bond investment totals $59,095,674. No item is 
delinquent as to interest and all maturities have been met except $2,000 
due on one municipal issue. 

Preferred stocks on December 31 had a market value of $5,915,434, 
which is $180,999 in excess of cost. The dividends on all these stocks are 
cumulative and only two of the issues held are in arrears in their dividend 
payments. 

The Company’s statement contains no common stock. 

__ The actual market value of bonds December 31, 1939, was $4,361,189 
in excess of the values shown in our statement. 

On request a more detailed statement will be supplied. 

E.Bert S. BriGHAM Frep A. HowLanp 

President Chairman of the Board 


90th Annual Statement 
December 31, 1939 


ASSETS 


United States Government Bonds $ 18,027,143.16 
Consolidated Federal Land Bank Bonds 2,181,163.52 
Industrial and Miscellaneous Bonds 814,411.16 
State, County and Municipal Bonds—U. S.. 12,818,189.41 
Public Utility Bonds 20,925 ,297.77 
Dominion, Provincial, Municipal Bonds—Canada.... 4,091,449.88 
Foreign Government Bonds 238,020.00 


Total Bonds 


Preferred Stocks $ 5,915,434.00 
Standard City Mortgages, First Liens 36,386,991.88 
City Mortgages, First Liens, insured by F.H.A........ 50,755,385.07 
Farm Mortgages, First Liens 11,739,134.37 
Policy Liens 25,205,170.14 
Collateral Loans ,000. 
Real Estate, Including Home Office 16,253,723.79 
Cash in Bank 3,735,636.80 
5,922,110.92 


$215,021,261.87 


Policy Reserves 

Policy Claims, Proofs Not Complete 

Policy Claims, Estimated But Not Reported 

Contingent and Other Liabilities 

Taxes Accrued But Not Due 

Premium Deposit Fund : 
Dividends on Deposit 3,476, 313.80 
Dividends Assigned for 1940 Distribution 3 825, 426.57 
Home Office Pension Fund Reserves 309,595.12 
Surplus, Including $2,000,000 Contingency Reserve.. 11,224,492.19 


GRAN aais Pato k whe nade ote ceniee omaes eminent $215 021,261. 87 
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Life Insurance No 
Monopoly, Harris 
Declares 


Sun Life Official in Chicago 
Talk Finds Institution 
Just the Reverse 


There is an inference in the TNEC 
investigation of life insurance that the 
business is exercising a monopoly, when 
by the very nature of the life insurance 
business it is a withdrawal from mon- 
opoly, George H. Harris, public rela- 
tions officer Sun Life of Canada, told the 
general agents and managers division of 
the Chicago Association of Life Under- 
writers at its monthly meeting. 

He said the vast pool of the people’s 
life insurance premiums represents a 
great cooperative effort and is collec- 
tively the greatest long term investment 
plan of modern times. 


Political Control Hazardous 


“God forbid that they should ever be- 
come an instrument of political power,” 
Mr.. Harris said. “It seems to me that 
the life insurance companies do not need 
to be reminded very much of the sacred- 
ness of these funds. On the contrary, the 
life insurance companies’ presidents have 
had to remind government authorities of 
their sacredness.” 


Need for Investigation Implied 


He said that the damage which re- 
sults from such an investigation is the 
implication of the need for an investiga- 
tion which it gives. This places the life 
insurance business in jeopardy. , 

“Since the government has gone into 
the insurance business on a vast scale,” 
he said, “I would like to express the de- 
vout hope that the integrity of these life 
insurance funds will be regarded as 
highly by the government authorities as 
by the life insurance companies.” 

Save for this situation, he said, life 
insurance is on the verge of an era of 
xreat prosperity. 


All Points to Prosperity 


_ “We have now the three elements that 
in the past have accounted for all the 
great life insurance increases,” he said. 
“These are the lessons of war, the offi- 
cial endorsement by the government of 
the value of human life, and a prosperity 
which is getting more and more active. 
All conditions are propitious for a tre- 
mendous prosperity in the life insurance 
business.” 


New Managers Introduced 


Mr. Harris was introduced by D. J. 
Scott, Chicago manager Sun Life. W. M. 
Houze, general agent John Hancock and 
division president, presided. Gifford T. 
Vermillion, new Chicago manager Mu- 
tual Life of New York, and James G. 
Hilt, new Chicago general agent Con- 
necticut Mutual, were introduced. 





California-Western States 


Holds “Victory Convention” 


By HOWARD J. BURRIDGE 


The agency convention of California- 
Western States Life, held at Del Monte, 
Cal., will live long in the memories of 
those who attended, because at the end 
of the first day’s session the company’s 
attorneys at Sacramento’ telephoned 
President O. J. Lacy that a six-year-old 
law suit had been won in the supreme 
court of California, as a result of which 
California-Western States is from $900,- 
000 to $1,000,000 better off from a cash 
standpoint. This news electrified the 
conventioneers. It produced a spirit of 
exultation and celebration. It turned 
the meeting into a sort of victory con- 
vention. 

At the first session President Lacy 
had outlined the impressive financial 
gains maae in 1939. Charge-offs of more 
than $600,000 were made, and yet there 
was an increase 1n surplus of $320,000. 
Assets increased $2,354,000 to $53,843,- 
000. Capital is $875,000 and surplus 
$750,000, but the addition of more than 
$900,000 to surplus will give the com- 
pany roughly twice as much surplus as 
capital. The importance of this was 
recognized by everyone. 


Added to Enthusiasm 


The “breaking” of the news could not 
have been timed better if it had been 
prearranged. It added tremendous zest 
and enthusiasm to every convention 
session. The final winning of the suit, 
while confidently anticipated by the of- 
ficers, came as a great relief. Reserves 
had been set up against the possible 
loss. These will now be transferred 
to surplus. The suit was one of the 
inheritances of the present management, 
which took charge in 1934. 

The “Cal-Western,” as its agents and 
officers call it, is not so well known in 
the east as the other two big Pacific 
Coast companies, because unlike them 
it confines its operations to 10 western 
states and Hawaii. But it is a power 
and a factor in its own domain. Its in- 
surance in force is approaching the 
$250,000,000 mark. It has become a big 
writer of group, both life and accident 
and health. When Mr. Lacy took hold 
April 30, 1934 the company had surplus 
of only $106,000. Today, not only is 
the “Cal.-Western” completely “out of 
the woods” financially, it is one of the 
strongest companies in the country, as- 
sets to liabilities, and surplus to capital. 


Honors for Grant Taggart 


At the convention banquet, honors 
were showered upon Grant Taggart of 
Cowley, Wyo., the company’s million 
dollar producer. Last December he 
rounded out 25 years with the company. 
Congratulatory telegrams were read 
from Roger B. Hull, managing director 
National Association of Life Under- 
writers; Harry T. Wright, vice-presi- 
dent, and C. J. Zimmerman, president 
National association, and MHolgar J. 
Johnson, president Institute of Life In- 
surance. 

As a tribute from the field force, Mr. 
Taggart was presented with a silver 
service. The company gave him a dia- 
mond medal, and a commendatory reso- 


lution from the board of directors. I 
was announced that during his 25 years 
with the company, Mr. Taggart has 
written $17,000,000 of business on 5,- 
000 lives. 

Sol M. Minzer, Dallas, El Capitan’s 
first vice president, opened the meeting. 
The official welcome was extended by 
Vice-president Ray P. Cox, who pre- 
dicted an increase in production in 1940. 
President Lacy gave some highlights of 
the company’s progress in 1939, and 
distributed cash awards to El Capitan 
officers. 

Mr. Taggart took over the gavel as 
president of El Capitan. He produces 
$1,000,000 or more of new _ business 
every year. He is a past chairman of 
the Million Dollar Round Table and is 
a trustee of the National ‘Association 
of Life Underwriters. 


Honors for Veterans 


President Lacy presented certificates 
to the members of the Veterans League, 
whose terms of service with the com- 
pany range from 10 to 28 years. 

Ernie Gutterson, inspector of agen- 
cies, spoke on “Why Try to Climb a 
Stairway in the Dark?” He used a flight 
of stairs to illustrate his talk, saying 
that the goal in every interview is a 
satisfied policyholder, and that the 
steps leading to it are: 1. Prospect’s 
name. 2. Pre-approach. 3. Get face 
to face. 4. Earn his confidence. 5. 
Definitize his wants. 6. Examine his so- 
lution. 7. Life insurance sales talk. 8. 
Get favorable action. 9. Close on im- 
plied consent. 

Vice-president Cox presided over a 
discussion of “Approaches that Get In- 
terviews.” The speakers were Bert J. 
Schaefer, San Diego, who gave ex- 
amples of his telephone pre-approaches; 
John S. Rowland, Sacramento, who ex- 
plained his use of a social security pres- 
entation, and S. B. Christenson, Salt 


Lake City. 
Gordon Daniels, editor of publica- 
tions, talked on “Why Advertising, 


Publicity and Civic Activity?”, and Dr. 
H. W. Gibbons, medical director, read 
a paper on “Profitable Cooperation with 
the Medical Department.” 


Round Table Group 


The convention was then divided into 
three round table groups. Stuart C. 
Gibbons, manager at Stockton, had 
charge of the group which discussed 
“Programming and Policy Audits for 
the Prospect Who Owns $10,000 or 


More.” Group 2 was in charge of 
Paul Taylor, manager Capital City 
agency. It discussed “Servicing Policy- 


holders So As to Get More Business 
and Preferred Leads.” O. J. Peaudin, field 
superintendent, was chairman of the 
group which offered ideas on selling 
partnership and business insurance. 
Dozens of ideas on conservation and 
lapse prevention were given at the ses- 
sion presided over by Benton Maret, 
superintendent of conservation. The 
speakers were F. J. Flanagan, San 


Diego; S. G. Gibbs, Woodland, Cal.; 
(CONTINUED ON PAGE 14) 


Investment Query 
Report of SEC to 
Be Made Public 


Life Companies’ Protest 
Based on “Incomplete 
Comparisons” 


WASHINGTON — Life company of- 
ficials who have seen the advance proofs 
of the tabulation of answers to the 
SEC’s big investment questionnaire are 
reported to be considerably disturbed at 
the possibilities of unfair and destructive 
competition if the report is made public. 
They are attempting to convince the 
SEC that while the figures are accurate 
enough and most of them have long been 
available from other sources, it would 
be a serious error to place the govern- 
ment’s stamp of approval on rankings 
of investment and net cost performance, 
since these figures can be regarded as 
significant only if all the qualifications 
surrounding them are thoroughly under- 
stood and constantly borne in mind. 


Plan to Release Report 


It is hoped that the SEC will see the 
damage that would be done by the use 
of this type of incomplete comparison 
and will withhold release of the study. 
However, SEC Commissioner Leon 
Henderson, after lunching with Presi- 
dent Roosevelt to talk over the report, 
indicated that the SEC is going ahead 
with its release of the document despite 
the companies’ protests. The plan is to 
release the report the second day of the 
series of investment hearings, which is 
tentatively scheduled to begin some time 
next week and continue for two or three 
weeks, 


Object to Cost Estimates 


It is understood that the principal ob- 
jection of the life people is to the net 
cost tabulations, particularly since these 
are based on 1939 dividend scales. This 
places undue emphasis on the scale a 
company happened to be using in 1939. 
For example, suppose a company had in 
1938 decided to cut dividends for the 
succeeding year while a close competi- 
tor, faced with approximately the same 
situation, had decided that a cut was 
probably indicated but that in view of 
a possible upturn in interest rates it 
might as well run along on the 1938 
scale for another year. 

Assuming the second company’s de- 
cision to be well within the limits of 
conservatism, the effect of the net cost 
comparison would be to penalize the 
first company because it had been a 
shade more conservative at that particu- 
lar point. Life insurance men know that 
a single year’s dividend scale doesn’t tell 
the whole story and conscientious agents 
are careful that the prospect knows that 
dividends are not guaranteed. But the 
danger is believed great that the SEC 
report, by freezing the 1939 scale into 
an important, official government docu- 

(CONTINUED ON PAGE 12) 
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Income Replacement Form Without | 
Reserves or Values Advocated 


LOS ANGELES—The general adop- 
tion by all companies of an income 
replacement policy with a level premium 
and with no reserves or cash values was 
proposed by F. M. Hope, vice-president 
and actuary Occidental Life, before the 
Los Angeles C, L. U. chapter. Setting 

goal of $400,000,000,000 life insurance 
in force as an adequate amount for the 
country, Mr. Hope declared a new form 
of policy is needed to meet the country’s 
pocketbook and to solve the growing 
problem of investing at adequate interest 
rates the fast accumulating life insur- 
ance reserves, 


Problem Is Increasing 


“With insurance companies’ reserves 
going up at a rate which is making it 
extremely difficult to get sound invest- 
ments with a decent rate of interest, and 
with the government eyeing such huge 
and increasing reserves as concentra- 
tion of economic power, it seems about 
time that insurance technicians helped 
their companies to devise new policy 
forms free from guaranteed rates of in- 
terest and not leading to stilt more ac- 
cumulation of huge reserves, especially 
if such reserves are not available to 
the policyholder in times of his distress 
without the penalty of a policy loan or 
the destruction of his insurance,” Mr. 
Hope stated. 


Features of Suggested Form 


The income replacement policy with 
no investment feature suggested by Mr. 
Hope would pay the proceeds to the 
widow and family in the form of a 
monthly income. Assuming that a 
man’s earnings would normally run to 
age 70 and that replacement of $100 a 
month is required, it would take $30,300 
at 2%4 percent compound interest basis 
to provide for replacement in case of 
death between age 30 and 70. This 
coverage would cost $8.59 per thousand 
per year or an annual premium of 
$260.30. It would take $25,170 with a 
$253.70 annual premium to provide for 
a 40 to 70 year period and $18,590 with 
a $298.60 premium for a 50 to 70 year 
period. The average premium for all 
three classes would be $270 a year. 
Under this plan the premiums are about 
level and are all used up by each year’s 
risk, there being no cash value and con- 
sequently no problem of investing with- 
drawable funds at a guaranteed rate of 
interest. 

If a claim arose, say at age 40, $25,170 
would have to be transferred from mor- 
tuary fund to the claim annuity fund 


and would have to earn 2% percent per 
annum while being paid out for 30 years 
at the rate of $100 per month. Unlike 
the reserves behind cash values these 
claim annuity funds would not be sub- 
ject to sudden withdrawal in a depressed 
money market or time of financial panic. 

Under the proposed plan a definite in- 
come would be on the face of the policy 
rather than the present lump sum which 
is translated into income through set- 
tlement options. 

In_ determining his $400,000,000,000 
life insurance in force objective, Mr. 
Hope said there are about 35,000,000 
white males living between ages 20 and 
65, of which some 18,000,000 are between 
ages 25 and 55 and carrying family 
responsibilities. If each one of these 
carried life insurance to provide $100 
a month for his family for a 15 year 
period, it would take $270,000,000,000 
life insurance. The remaining 17,000,000 
single men, young married men and 
older married men should have an aver- 
age of $5,000 each or $85,000,000,000 
more. This should make $355,000,000,000 
total on white males between ages 20 
and 65. Approximately $20,000,000,000 
should be carried by white females and 
$5,000,000,000 by other races than white, 
making a total of $380,000,000,000. 


Insured for Five Year Income 


Assuming the national income at 
$80,000,000,000, this would mean that 
each bread winner should be insured for 
five years income. In view of these 
possibilities and the fact that 1,000,000 
young men will be coming up each year 
to insuring age, the life agent has a 
tremendous opportunity ahead of him 
yet, even if some $50,000,000,000 insur- 
ance is provided under the social secur- 
ity act. 

Mr. Hope presented figures showing 
how the life insurance per capita had 
increased from $5.18 in 1850 to $870 in 
1939. However, since 1930 the per 
capita figure has shown a 1 percent 
decrease and the business has hit a 
temporary ceiling. The amount of in- 
surance sold in the 1930’s has advanced 
barely in pace with the population but 
no more strides have been made toward 
the goal of added insurance for the 
nation. 

The $400,000,000,000 set by Mr. Hope 
is about $3,000 per capita. By compar- 
ing the amount of insurance in force 
with the national income, Mr. Hope 
showed that progress is being made 
toward the goal of five times or 500 
percent of the national income. In 1900 
the percentage was 53 percent and in 


1910 it had grown to 58 percent; in 1920, 
64 percent; in 1930, 148 percent; in 1938, 
173 percent. 

It is questionable if the national in- 
come will stand the premiums for 
nearly $400,000,000,000 insurance which 
is needed for adequate protection unless 
much more term or income replacement 
insurance, with its lower premium; and 
absence of the compulsory investment 
deposits, is offered, Mr. Hope declared. 

With the still falling rate of interest 
it is questionable whether the companies 
want much more of the deposit or cash 
value building element to invest unless 
a very low guaranteed rate of interest 
can be arranged, which of course would 
greatly increase the rate of premium. 


Presents Resume of Developments 


In discussing the probability of this 
change, Mr. Hope said that necessarily 
it should be gradual. He presented a 
resume of life insurance developments as 
proof of the logicalness of his proposed 
income replacement policy. 

From 1868 to 1906 life insurance was 
largely sold by the deferred dividend 
appeal. In the 38 year period life insur- 
ance multiplied itself more than’ five 
times and ended the deferred dividend 
period with over $11,000,000,000 in force. 
In the first 10 years of the deferred 
dividend period, from 1870 to 1880, there 
was a bad depression and several old 
line companies failed, wiping out policy 
equities. It influenced the public toward 
assessment life insurance because it was 
less expensive and would not involve 
the forfeiting of reserves. 

Many of the assessment companies 
got into trouble later because of dis- 
regard of mortality tables and the ten- 
dencies of human nature. However, 
today scientifically managed companies 
can meet any legitimate demand for low 
cost protection insurance with scientifi- 
cally constructed and safeguarded term 
insurance. 

The guaranteed cash value law in 
Massachusetts in 1880 revolutionized life 
insurance with the adoption of the con- 
tract combining investment and protec- 
tion. 


New Era Starts in 1905 


In 1905 the deferred dividend system 
was swept away and the amount of new 
business of New York companies was 
limited so that many new companies 
with new ideas of selling life insurance 
sprang up in the west and on the Pacific 
Coast. Insurance then was sold by the 
big companies largely by the induce- 
ment of annual dividends with the non- 





FIGURES FROM DEC. 31, 1989 STATEMENTS 





































Change Surplus to New Change Prem Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
Assets Assets holders 1939 Dec. 31, 1939 In Force 1939 193 1939 1939 
$ $ $ 8 $ $ $ $ 
Bankers Life, Neb...... 39,759,968 —1,024,354 5,799,129 407 —1,993,904 3,057,075 5,061,585 4,109,136 6,039,906 
Business Men’s Assur... 19,839 + 2,039,562 1,808,949 431 5 +5,008.327 5,467,1254 6,512,0104 2,243,6664 44,473,270 
Colorado Life .......:. + 741,856 575,000 888 +165, 887 1,260,517 853,738 415,476 1,060,9607 
Conn, General Life.....2 +18,720,791 11,180,687 ,469 + 8,274, 35,049,617 57,358 21,818,168 36,668,324 
Conservative Life ..... +58,857 , 189 387 ,365 —261, 450,101 95 255,578 515,806 
Excelsior Life, Can.... + 1,179,082 516,280 478 + 2,900,589 3,107,289 4,114,838 2,049,434 3,032,672 
Fidelity Union Life..... +472,755 ane 764 + 1,234,356 705,105 979,826 186,134 504,686 
Franklin  DAfs: ...ss<<sss + 2,063,212 1,439,902 18, 258. 982 9,145 + 2,470,762 4,775,877 7,078,114 2,971,971 5,113,437 
Great Amer. Life, Tex.. + 513,472 1,150,000 14,668,783% »t52 + 4,501,567 1,099,694 1,411,659 265,925 929,577 
Internatl. Travelers, Tex. + 69,096 163,128 1,005, at 2 3,473,092 275,227 90,8258 215,989 14,9458 138,617 
Manufacturers, Can..... +10,437,237 10,091,451 53 »964,5 568,244,619 +16,799,361 24,043,108 36,186,406 16,822,215 25,981,338 
Midland Mut. Life..... +1,984,807 2,570,3411 117,556,709 + 3,489,161 3,898,5323 5,881,842 2,341,924 3,918,975 
National T.ife. Vt......2 + 9,910,942 11,224,4929 561,076,613 +12,110,130 21,708,308 35,378,700 17,886,620 25,956,064 
New World Life + 433,379 1,799,790 83 41,060,151 + 850,451 1,176,270 1,855,238 806,892 1,430,856 
Northern Life, ; 62 851,228 5,484, 672 50.020,048 + 1,400,536 1,281,669 1,961,731 1,022,661 1,606,389 
Ohio State Life ,109,862 6 2,074,617 12,599,008 100,510,27 + 4,822,136 2,826,560 4,347,601 1,536,648 3,098,071 
Pan-American Life 39, °,096 2,119,524 20,634,185 170,393,777 + 6,285,690 5,809,668 8,342,978 3,140,628 5,531,622 
Phoenix Mut. Life »357,833 7,844,962 49,701,643 674,361,669 27,433,804 43,721,014 16,910,113 28,133,758 
Seaboard Life, y ,400 334,525 4,467,671 26,240,166 : 578,269 782,742 185,779 412,636 
Western Reserve Life.. 1,267,555 242,982 2,971,443 15,893,876 +651 7,307 388,264 478,631 89,534 261,411 
Wisconsin Natl. Life... 9,489,565 1,349,790 4,275,068 40,185,984 + 468,290 1,019,599 1,471,279 593,868 1,029,534 
FRATERNAL 
Natl. Mut. Benefit, Wis. 5,942,757 + 299,240 860,890 2,000,135 34,276,422 + 274,034 798,125 1,168,951 491,348 742,278 





lIncludes $702,831 of surplus contingency funds. 
"Includes $38,900 of consideration for supp. contracts involving life contingencies. 


5Include revivals and increase. 
*Includes A. & H. department. 
®Includes $13,628,163 group. 


®Contingency reserve of $72,428 excluded. 
TIncludes health and accident department. 


SLife department only. 


%Includes $2,000,000 contingency reserve. 


participating companies competing on 
the ground of low guaranteed rates. The 
size attained by the companies and the 
service life insurance was performing 
contributed greatly to the lessening of 
sales resistance, fee 

In 1911 group insurance providing 
protection without investment started 
and has grown to nearly $13,000,000,000 
in force. 

The $10,000 life insurance offered to 
soldiers in the world war raised the level 
on the amount of insurance a young man 
should have. Starting in 1917 until 1930, 
legal reserve life insurance gained more 
than 250 percent per capita or from 
$247 to $878. In 1919 the income dis- 
ability period was entered. In some 
cases disability benefits were sold with 
life insurance attached. 


Family Income Adopted 


In 1930 one of the most forward steps 
was adopted, the family income provi- 
sion, furnishing true or earnings replace- 
ment insurance. 

Life insurance prosperity ended early 
in the 1930’s. In 1933 the danger of 
the investment feature in the policy, 
when large cash values and fairly high 
guaranteed interest rates are used, be- 
came obvious. 

During 1932-1934, a large amount of 
life insurance was destroyed due to 
financial distress and consequent with- 
drawal of cash values. In 1934 a general 
reduction was made in cash values 
within the limits permitted by law. 


Reserves Show Sharp Increase 


In December, 1934, life insurance legal 
reserves totaled $17,565,000,000 and at 
the end of 1938, $22,227,000,000, a 25 per- 
cent increase in four fairly normal 
years. This increase indicates a very 
much larger volume of cash values sub- 
ject to excess demands sometime in the 
future, which may mean another mora- 
tcrium, Mr. Hope warned. “Surely the 
companies themselves will try to change 
their life insurance formulas so that 
these unpleasant situations will not 
arise; and surely we want to see the 
improvement coming from within the 
business from the experts and experi- 
enced men who have devoted their lives 
to the business rather than from the 
government agency outside the busi- 
ness.” 

One solution to this problem was the 
no interest plan proposed by 
Lever in 1937 before the Institute of 
Actuaries of London, England. Calcu- 
lated on modern mortality with interest 
at zero percent, Mr. Lever estimated 
that the premium per $1,000 at the age 
of next birthday would be $19 age 20, 
$24.25 for age 30, $32.54 for age 40, 
$46.29 for age 50 and $70.92 for age 60. 
Since then actuaries have been giving 
oe to possibilities of such a 
plan 

The double indemnity provision is 
without cash value. Although it is 
restricted to accidental death it is a wise 

addition when the breadwinner cannot 
afford adequate coverage of full life 
insurance. 

At the present time more companies 
are looking favorably at term insur- 
ance. “Term insurance properly con- 
ducted is just as scientific as whole life 
insurance but it has to be properly con- 
ducted,” Mr. Hope stated. 


Emphasizes Income Idea 


The amended Social Security Act em- 
phasizes the idea that life insurance 
money should be paid to widows and 
orphans in form of income. 

In 1932 the Occidental adopted a pre- 
mium deposit agreement which can be 
attached to any form of policy including 
term as a contingency fund for the 

(CONTINUED ON PAGE 14) 
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Set 1939 Writings 
at 2.9% Less Than 
Record of 1938 


Ordinary Gain Was 3%; 
Group Up 68.6%; Industrial 
Declined 31.9% 


The Life Presidents Association esti- 
mates that the total new business written 
during 1939 was $7,302,897,000, a decline 
of 2.9 percent from the 1938 total of $7,- 
522,727,000. 

The new ordinary business amounted 
to $5,015,701,000, an increase of 3 per- 
cent from the 1938 figure of $4,867,428,- 
000. Industrial declined 31.9 percent to 
$1,484,095,000 from $2,178,848,000. Group 
insurance skyrocketed 68.6 percent to 
$803,101,000 compared with $476,451,000. 

The production in December, 1939, the 
Life Presidents estimates was 33.7 per- 
cent less than in 1938. The December 
business was $646,545,000. Ordinary 
amounted to $416,853,000, decrease 36.6 
percent; industrial $124,662,000, decrease 
44.9 percent; group $91,294,000, increase 
15 percent. 

The following tables show the record 
by months for the past two years: 


DINARY 

” 1939 

Over 

1938 1939 1938 

Jan. $ 377,789,000 $ 578,675,000 53.2% 
Feb. 373,644,000 420,255,000 12.5 
March 441,067,000 461,418,000 4.6 
April 386,529,000 385,634,000 —.2 
May 384,083,000 424,094,000 10.4 
June 382,385,000 406,958,000 6.4 
July 356,401,0 364,300,000 2.2 
Aug. 361,213,000 381,626,000 5.7 
Sept 321,367,000 334,561,000 4.1 
. 380,591,000 425,977,00 11.9 
Nov. 444,818,000 415,350,000 —6.6 
Dec. 657,541,000 416,853,000 —36.6 





$4,867,428,000 $5,015,701,000 3.0 
INDUSTRIAL 


Jan. $ 179,975,000 $ 
Feb. 174,092,000 


March 198,025,000 138,396,000 —30.1 
April 193,131,00 129,051,000 —33.2 
May 191,648,000 137,073,000 —28.5 
June 170,312,00 128,568,000 —24.5 
July 153,392,000 118,218,000 —22.9 
Aug. 156,304,000 119,068,000 —23.8 
Sept 173,641,000 115,935,000 —33.2 
Oct. 179,553,000 135,769,000 —24.4 
Nov. 182,690,000 128,121,000 —29.9 
Dec 226,085,600 124,662,000 —44.9 





$2,178,848,000 $1,484,095,000 —31.9 





GROUP 
Jan. $ 31,401,000 $ 51,899,000 65.3 
Feb. 41,671,000 40,365,000 —3.1 
March 33,050,000 45,205,000 36.8 
April 37,815,000 35,981,000 —4.8 
May 43,076,000 43,278,000 5 
June 45,076,000 194,223,000 330.9 
July 18,659,000 23,862,0 27.9 
Aug. 33,443,000 83,901,000 150.9 
Sept. 24,924,000 59,401,000 138.3 
Oct. 32,288,000 75,929,000 135.2 
Nov. 43,754,000 44,027,000 6 
Dec. 91,294,000 105,030,000 15.0 
$ 476,451,000 $ 803,101,000 68.6 
TOTAL 
Jan. $ 589,165,000 $ 729,937,000 23.9 
Feb. 589,407,000 570,491,000 —3.2 
March 672,142,000 645,019,000 —4.0 
April 17,475,000 550,666,000 —10.8 
May 618,807,000 604,445,000 —2.3 
June 597,773,000 729,749,000 22.1 
July 528,452,000 506,380,000 —4.2 
Aug. 550,960,000 584,595,000 6.1 
Sept. 519,932,000 509,897,000 —1.9 
Oct. 592,432,000 637,675,000 7.6 
Nov. 671,262,000 587,498,000 —12.5 
Dec. 974,920,000 646,545,000 —33.7 





| 
te 
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$7,522,727,000 $7,302,897,000 


Comelius, Clark Hospitalized 

Two executives of Continental Cas- 
ualty and Continental Assurance under- 
went operations this week. M. P. 





Cornelius, president of Continental Cas- 
ualty and vice-president of Continental 
Assurance, is in Presbyterian hospital, 
hicago, and R. M. Clark, vice-presi- 
dent of both companies in Evanston 
hospital. 


Annual Statements Show the _ Pink Favors Equity 
Progress of Various Companies |nyestments in Low 


TRAVELERS 

Travelers, in its new annual statement 
reports assets $1,039,202,643, life insur- 
ance reserves $889,761,611, accident and 
health reserves $11,717,243, compensa- 
tion and liability reserves $53,660,758, 
capital $20,000,000 and net surplus $41,- 
119,085. The total premium income was 
$169,132,551, of which $112,850,696 were 
life premiums; $11,452,359 accident; 
$5,591,935 health; $17,869,855 compen- 
sation and $21,367,704 liability. 

The paid claims of Travelers were 
$94,944,111. 

New life insurance amounted to $782,- 
338,021 and life insurance in force is 
$4,986,971,181. 


CONNECTICUT MUTUAL LIFE 


Life insurance in force in the Con- 

necticut Mutual is now at the highest 
point in its history, standing at $1,041,- 
855,204, increase $28,765,245. In the 
last five years this item has shown a 
gain of $150,000,000. Payments to 
policyholders were $27,958,706 and new 
business $91,785,229. 
_ Total income was $67,760,569, includ- 
ing $14,534,838, representing interest, 
dividends and rents from investments. 
In 1939 the company acquired urban 
mortgages of $37,460,461, with the total 
now standing at $124,687,334. These 
investments at the present time are 
yielding 4.37 percent. Of the $4,486,- 
368 of interest to be received on these 
mortgages, only $8,386 is more than 30 
days overdue. 

The assets stand at $365,498,997. In 
reviewing certain changes which have 
taken place in the last decade, President 
Loomis pointed out that a considerable 
portion of the increase in assets is at- 
tributable to the public desire for an- 


nuity contracts and high premium poli- 
cies of the investment type following 
the widespread losses of the early 
1930’s, a tangible expression of confi- 
dence during the darkest years of the 
decade. 

Principal changes in the investment 
structure during the ten-year period are 
a decrease from 25.82 percent to 4.05 
percent in farm mortgage holdings; an 
increase from 7.25 percent to 35.24 per- 
cent in urban mortgage holdings. The 
last of the government bonds other than 
those of the United States and Canada 
were disposed of in 1937. The net re- 
turn in 1939 on invested assets was 3.83 
percent. Surplus was increased from 
$11,677,010 to $13,020,498. 


AETNA LIFE 


The total premium income of the 
Aetna Life companies last year was 
$157,393,839. This is a record for the 
group. The increase for the year was 
$5,553,271. The premiums in Aetna Life 
were $107,943,157, in Aetna Casualty 
$34,632,471, in Automobile $12,807,616, 
and in Standard Fire $2,010,596. 

New life insurance business (not 
counting $581,565,242 additions under 
group policies) was $289,664,748. This is 
$5,842,774 more than in 1938. Insurance 
in force passed the four billion dollar 
mark, with 604,565 ordinary policies in 
force for $1,976,162,549 insurance and 
$2,167,160,931 group insurance covering 
1,163,959 employes. The insurance in 
force increased $158,970,467 to $4,143,- 
323,480. 

Total interest and rents received was 
$24,767,416. 

Amount paid policyholders in the life 
department was $62,779,978. This in- 

(CONTINUED ON PAGE 15) 








fashioned.” 


upon experience. 


needs. 


was that he earned the pride. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





OLD FASHIONED 


There is an occasional underwriter who has written 
outstanding performances into the record of years gone by, 
but somehew has lost his stride. Today he is uncomfortably 
close to living on his renewals. He doubts that he can keep 
pace with newer ways of salesmanship. He feels “old- 


Let him remember that years are not liabilities but 
assets, backed by reserves of experience. And the public’s 
respect for experience is there, while not always evident. 
It is based on the realization that judgment is dependent 


“Old-fashioned” learned by trial and error, and with 
time he built up a subconscious knowledge, a sort of sixth 
sense. He came to “know the answers,’—answers based on 
Those needs he knew—and knows. 
more, the insuring public knows that he knows. 

The reason he was proud of his past accomplishments 


experience, one needs courage, confidence, energy. Having 
all four, opportunity is found. 


¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADEEPHIA 


And what is 


He can still earn it. Having 


+ 


JOHN A. STEVENSON 
President 

















Cost Housing Plans 


Projects Should Be 
Confined to Central 
Locations, He Feels 


WASHINGTON—Describing a sys- 
tem of low-cost, non-subsidized slum- 
clearance housing projects which would 
provide sound outlets for insurance 
company funds, Superintendent Pink of 
New York told the National Public 
Housing Conference here that “we are 
trying to work out the details of such 
a plan in the city of New York.” He 
added that Mayor LaGuardia has shown 
keen interest and wants to cooperate in 
every possible way. rh 

Mr. Pink, who, in addition to being 
insurance superintendent, is treasurer of 
the National Public Housing Confer- 
ence and was formerly chairman New 
York State Housing Board and a mem- 
ber of the Municipal Housing Authority 
of New York City, said that projects 
such as he described, based on cooper- 
ation between the city on one hand and 
the insurance companies and banks on 
the other, might prove an effective bar 
to unfavorable real estate trends, most 
dangerous of which he termed “the con- 
tinued spread of blighted or devastated 
areas, not only in farming communities 
but in the centers of our great cities.” 


Praises Parkchester Project 


Though lavish in his praise of Met- 
ropolitan Life’s new $50,000,000 Park- 
chester housing development in the 
Bronx section of New York City, Mr. 
Pink held that “this development, fine 
and desirable as it is, adds to the ten- 
dency to move the population out of the 
cities into the suburbs, creating a more 
acute situation than ever in the older 
areas. Such developments in the future 
should, wherever possible, be placed 
where they will do the most good and 
where they will retain in the city social 
and economic values which come from 
healthy growth.” 

Explaining why these projects must 
be a partnership of the city and the 
investing institutions, the superintendent 
continued: 

“The financial institutions cannot clear 
slums or assemble thousands of separate 
parcels in order to make a suitable site. 
They cannot replan areas, tying them 
in with the general city plan, nor can 
they provide schools, parks, playgrounds 
and other necessary facilities. This the 
city must do. It must condemn the area, 
replan it, provide those services which 
are required, establish playgrounds 
which will service the community and 
cut down the cost of the land by per- 
mitting larger coverage. 


What Cities Must Do 


“The city must do away with unneces- 
sary streets, create super-blocks, and 
contribute the land thus saved to the 
enterprise. The site cleared and re- 
planned, or such part of it as is not 
required for other purposes, may be sold 
to the insurance companies and banks 
for development. This is the minimum 
of cooperation that must be expected 
of the cities if the financial institutions 
are to lend the public’s funds. 

“The rents that will be achieved will 
be considerably lower than those of 
similar commercial structures, but they 
will be also very much higher than rent- 
als in subsidized projects. The com- 
panies will not expect to make any 
profit. They will be satisfied with a 
reasonable return. They will manage 

(CONTINUED ON PAGE 16) 
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Prudential Official Discusses 
Federal Regulation Threat 


NEWARK-—In viewing the “Outlook 
for Life Insurance Regulation” before 
the New Jersey State Bar Association’s 
“Institute on Life Insurance Law” here 
Carrol M. Shanks, general solicitor Pru- 
dential, said “life insurance is a business 
affected with the public interest and 
there has been no question for many 
years that it can be regulated. The 
extent to which that regulation may go, 
however, has not been marked out. My 
own feeling is that probably there are 
almost no limits to which regulation 
cannot go.” 

Although the Temporary National 
Economic Committee was granted 
limited powers, it has conducted a broad 
investigation. “I take no exception to 
its breadth. There has been much criti- 
cism of the way the investigation has 
been carried on. I am not inclined to 
be too critical. I think that if you have 
an investigation to carry on, you are not 
going to spend your time bringing out 
the good points of the business. Per- 
haps it is not fair to sit in judgment one 
way or the other at this time. I think 
we ought to wait and see what is said 
in the report and the recommendations 
before we condemn it one way or an- 
other. There has been much material 
put in the record which does bring out 
to a certain extent the more favorable 
aspects of the business.” 


Agency System Criticized 


In the investigation the deficiencies of 
the agency system and of state regula- 
tion have been magnified, Mr. Shanks 
said. “This has led to the general feel- 
ing that the forthcoming report of the 
committee is going to recommend that, 
somehow or other, the agency system 
be done away with. Whether this would 
be done by means of sale of insurance 
through banks or post offices is pure 
speculation. We do not know what is 
going to be recommended. However, 
nothing in the testimony and nothing in 
the material in the record would justify 
any such recommendation. I doubt 
very much whether any such recommen- 
dation is even contemplated. 

“There has also been quite a to do 
about the deficiency of state regulation, 
as brought out through a revealing of 
the evil practices in a number of small 
companies in Missouri, Kansas and IIli- 
nois. Now, certainly, what has been 
brought out about those companies has 
been sordid stuff. It has been shown 
that a number of examiners employed 
by state departments have been grossly 
careless, incompetent and worse. How- 
ever, what has not been shown is the 
fact that this is a relatively minor thing. 
Compared to the whole system it has 
been fairly small, and it has not shown 
by any means any general break-down 
of the system. Yet I think in the minds 
of many the thought is present that 
the committee aims at the destruction of 
state regulation and at the bringing 
forth of federal regulation.” 


Short Comings Corrected 


In reviewing state regulation, Mr. 
Shanks said that state regulation is not 
perfect. Arbitrary laws have been en- 
acted in certain states and there is a 
lack of standard examinations. This 
has been corrected, to an extent at least, 
by the growth of convention examina- 
tions brought about by the activities of 
the National Association of Insurance 
Commissioners. 

There is the lack of uniformity in re- 
gard to the laws of the various states 
governing permissible investments. 
Some states have stricter requirements 
in some respects. Other states are 
more strict in various other respects. 
There is another difficulty affecting state 
regulation, and that is the tendency ot 
some states to regulate for other states. 
New York is a particularly bad actor 
in that respect, Mr. Shanks stated. He 
believes that state regulation is going 


to be continued as it is closer to the peo- 
ple, more flexible, more workable and 
a system under which experimentation 
can be more easily and more safely car- 
ried out. There are flaws in it, but on 
the whole it has a remarkably fine 
record. 


Praises Insurance Commissioners 


Mr. Shanks praised the National As- 
sociation of Insurance Commissioners. 
All of its work has been through the 
voluntary exercise of cooperation on 
the part of various state commissioners 
and, not even to this day, does it have 
a legal standing in the various states. 
However, it has done splendid work in 
the many fields. “The association should 
be developed further. There can be no 
question about it. No other organiza- 
tion can be developed to do the ex- 
panded work which it logically should 
do. It should have central offices and 
officers, and a central salaried staff. 
Further, I think the various states 
should provide proper places in their 
laws for the acceptance, in one way or 
another, of rulings and regulations of 
the National association with respect to 
the particular point involved in the 
statute.” This will be a slow develop- 
ment, said Mr. Shanks, “and should, of 
course, be only as to a point here and 
a point there as developments arise. 
Nevertheless, I think it is a course of 
growth which should and will come. A 
proper expansion and development of 
the National Association of Insurance 
Commissioners, it seems to me, would 
give us practically all the benefits of 
federal regulation. It is clearly a dem- 
ocratic device which, with the amplifi- 
cation coming through conscious growth 
and development, will give us the con- 
trol to take care of all the favorable 
points obtainable through federal regu- 
lation. 


Threat to All Private Enterprise 


“The insurance business and private 
enterprise are inseparably bound to- 
gether. Insurance, through its auto- 
matic supply of investment funds to 
private business, is the handmaiden of 
private enterprise to such an extent that 
private enterprise generally would have 
difficulty in surviving the destruction 
of insurance as a private business. In- 
surance companies operate to gather the 
savings of the people and direct them 
into private enterprise wherever private 
enterprise needs the capital If the in- 
surance companies are compelled to 
abandon the operation of providing -_ 
tal for the private operation of indus- 
try and are taken over by the federal 
government, their flow of investment 
funds directed into the fancied realms of 
national planning, then the greatest 
single step toward the complete sociali- 
zation of private enterprise has been 
taken,” Mr. Shanks declared. 





To Hold Annual Chicago 
Sales Congress March 15 


The annual sales congress sponsored 
by the Chicago Association of Life Un- 
derwriters will be held March 15 at the 
La Salle Hotel. 

The committee is composed of J. D. 
Moynahan, manager Metropolitan Life, 
chairman; M. Bingham, Hughes 
agency Massachusetts Mutual; G. S. 
Brown, Royer agency Penn Mutual 
Life; Lloyd Lafot, inspector of agen- 
cies New York Life; J. H. Sherman, 
vice-president, W. A. Alexander & Co., 
Penn Mutual Life; E. M. Schwemm, 
manager Great-West Life; C. H. Sham- 
berger, Allison agency Connecticut Gen- 
eral Life; John Walsh, assistant super- 
intendent of agencies Home Life, and 


H. T. Wright, assistant manager Equita- 
ble Society and past chairman of the 
Million Dollar Round Table. 


General Factotum 








EDWARD L. SMEAD 


E. L. Smead of Williamsport, Pa., 
general agent Girard Life, acted as gen- 
eral master of ceremonies at the agency 
convention in Philadelphia. He is a 
very popular man, leads in the congrega- 
tional singing and is the acme of cordi- 


ality. 








SEC Denies 
Taking Stand on 


Non-Par Rate Action 


WASHINGTON—Date for the open- 
ing of the investment hearings on life in- 
surance before the Temporary National 
Economic Committee is still undecided, 
although next Wednesday appears the 
most probable date. There is a possi- 
bility that the opening may be delayed 
until the following Monday, however. 

Securities & Exchange Commission 
officials said there is no basis whatever 
for the report that the SEC had made 
or was considering an attempt to block 
the increase in non-par rates which 
Travelers, Aetna Life and Connecticut 
General are understood to be contem- 
plating in order to get new business on 
a 3 percent reserve basis. The SEC 
people had heard the rumor that they 
were said to be moving against the in- 
crease but said they had not been con- 
sulted nor had they considered making 
any move or even taking a stand on the 
question. They pointed out that the 
SEC would have no jurisdiction in such 
a matter. The identical non-par rates 
charged by the three companies were 
the subject of considerable questioning 
last year during TNEC insurance hear- 
ings. 


N.A.L.U. Booklet Champions Agent 


NEW YORK—The National Associa- 
tion of Life Underwriters has issued an 
eight-page booklet, “The Indispensable 
Service of the Life Insurance Agent.” It 
shows the important role played by the 
salesman in the agency system and anal- 
yzes five attempts made by various or- 
ganizations to sell life insurance without 
agents. The booklet leads off with 
TNEC Chairman O’Mahoney’s §state- 
ment: “Many persons are insured today 
who ought to be insured, and who are 
able to carry the insurance, and who 
never would have been insured had they 
not been solicited.” 





Mary Lou McDonnell, stenographer 
for the Minnesota Mutual Life, has been 
crowned queen of the 1940 winter carni- 
val in St. Paul. 





Girard Life Agents 
in Annual Conclave 
in Its Home City 


Vice-president Adsit 
Sounded the Keynote of 
the Convention 


By DOROTHY B. PAUL 


PHILADELPHIA—A gain of 25 per- 
cent in new business for last year was 
reported at the annual convention of the 
Girard Life held in Philadelphia. Vice- 
president George A. Adsit in his address 
to the agents said that practically every 
agency was responsible for this increase. 
The gain in insurance in force for 1939 
was greater than that of any other year 
since 1929 with one exception. 

This spirit of optimism and encourage- 
ment was apparent throughout the en- 
tire meeting. Further in his address Mr. 
Adsit said, “The improved earnings of 
the average American family present a 
definite opportunity for increased pro- 
duction on the part of the underwriter 
who analyzes his market and attunes his 
selling methods to meet its require- 
ments.” 

Making Financial Progress 

“An analysis of the economic situation 
indicates that a large proportion of the 
population has mastered the difficulties 
of the current era and is making steady 
financial progress. But it takes intelligent 
prospecting to reach the affluent mem- 
bers of this group. Too many prospect 
files are cluttered up with names of po- 
tential $1,000 prospects and I would sug- 
gest that you discard those and replace 
them with five or six good prospects for 
$10,000 policies. It takes probably more 
work to take a $10 premium from 
a person who has only $20 or $30 cash, 
than it does to take a $100 premium 
from a man with $500.” 

The objective of every man, Mr. Adsit 
said, is to plan for the future when he 
will not have to devote his entire time 
to earn a living. The life agent has an 
excellent opportunity to do this, but he 
must have a program to get the most 
out of his current effort. He must first 
decide on the quality of business he 
wants and one of the chief factors in 
that decision is the permanency of the 
policy. This must be determined at the 
time of the sale. He cautioned agents to 
consider the financial future of a pros- 
pect. A man who does not have.a steady 
income or an opportunity for the contin- 
uance or increase of that income is not 
a good prospect. 

“The American public has never been 
so conservative in its financial thinking 
as it is now,” Mr. Adsit said. It has 
been hard to save money in the last few 
years and life insurance offers a way to 
do this. It appeals to the man who has 
lost his money in other ways. 


New Mortgage Plan 

Agency Superintendent C. T. Botting 
made the first address at the business 
meeting. He presented the Girard’s new 
mortgage plan and explained the steps 
necessary in selling the idea. It is a 
plan which employs life insurance in 
the amortization of mortgages and can 
be used successfully in small towns. In 
instances where it can be used it leads 
to a better class of buyer because of his 
banking connections. 

E. C. Anstaett, president Town & Vil- 
lage Service, Columbus, ©. described 
the company’s new retirement income 
plan. He covered it in detail, pointing 
out the extreme simplicity of the plan. 
In its general form it is an excellent 
prospecting medium and the prepared 

(CONTINUED ON PAGE 12) 
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Condensed Financial Statement 5 


ASSETS 


























First Mortgage Loans.......................... $ 7,685,955.04 |$ 7,094,707.33 
RT WN eee TT ORME CE RAC Ch 6.624,309.49 5,430,154.26 
Loans to Policyowners......................... 2.217,260.75 1,948,614.07 
Cah Oe. 658,772.82 591,848.52 
Real Estate, Including Home Office 
5... Bd ccrncseacrclanss aie 1,685,506.47 1,834,540.23 
Interest and Rents Due and Accrued 177,303.85 172,537.69 
Premiums in Course of Collection...... 790,595.20 727,740.01 
, «ss Ee ae eee F $19.839,703.62 | $17,800,142.11 
RESERVES AND SURPLUS 
Reserve to Guarantee Policy 
on re ee anna $17,191,895.45 | $15,422,905.85 
Reserve for Taxes,............................ 148,457.42 159,880.28 
Reserve for Premiums and 
Interest Paid in Advance... ree 533,153.41 419,727.23 
Reserve for Miscellaneous 
I a scsi mene 157,248.42 156,062.12 
, ee $18,030,754.70 | $16.158,575.48 
Ga rey e $ 500,000.00 500,000.00 
Contingency Surplus ................ 275,000.00 250,000.00 
a 1,033,948.92 891,566.63 
Total Surplus to Policyowners._..__.. $ 1,808,948.92 |$ 1.641,566.63 
Ce $19,839,703.62 | 517.800,142.11 





$ 3,032.961.64 
1,931,951.80 
199,404.00 
268,765.70 


701,769.67 
107,777.45 
321,830.37 





$ 6,564,460.63 


$ 5,002,856.45 
125,000.00 


9,487.33 


245,268.24 


$ 5,382,612.02 
500,000.00 


None 


681,848.61 
$ 1,181,848.61 
$ 6,564,460.63 






























































— ae 




















New All-Time Highs in 1939 A Gai 
— —o Insurance in Force. $121,240,431 00 $5 trate 
oO i ' 
a5 miners Ca Pre arcane 2,039.561.51 
_ ROS 312,010. 
Total Surplus to Policyowners.__ ‘eneree, caaeee es 
9 ° 


$ 280,700.00} $---None 
120,500.00 None 
None None 
203,218.12 5,687.79 
None None 
7,954.17 None 
42,301.37 None 
$ 654.673.66| %  5-687.79 
$ 268,081.42] ° — 
16,000.00 one 
None 
None 
29,905.53 None 
$ 313,986.95]5 208.50 
None 
None 
None None 
340,686.71 2,479.29 
$ 340.686.71|> 2479.29 
$ 654,673.66 |>___>-887-79 
*Began 
> Business 
July 1, 1909 





$45,000,000.00 


Paid Policyowners 


fodete, 
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Public Relations, Agency 
Management Problems Viewed 


Public relations work is not a single, 
specialized activity but a plan of philos- 
ophy of management which seeks con- 
Stantly to create an increased good will, 
J. C. Higdon, vice-president Business 
Men’s Assurance, pointed out in dis- 
cussing “Why and How Practical Pub- 
lic Relations?” at the mid-year meeting 
of the National Accident & Health As- 
sociation in St. Louis. 

First consideration should be given to 
policyholders to see that they are re- 
ceiving the type of service they need 
and want. The foundation of good will 
building, and therefore successful public 
relations, must rest first of all on per- 
forming service that people need and 
like, and second in telling them about 
the service sincerely and in a manner 
which will leave them with a proper 
appreciation of the value of the service 
they have received. 


Rumors Spread Rapidly 


The doing is far the most important 
but it is not enough, for unfavorable re- 
ports are spread as the result of some- 
thing that may have been said that the 
policyholder or customer did not like. 
Good will like a good name is won by 
many acts and lost by one. 

People today are unusually sensitive, 
and susceptible to rumors and unreason- 
ing fears. They need information of a 
constructive and reassuring nature con- 
cerning accident and health business. 

“We must start not with what people 
ought to think but what they actually 
do think. An opinion deeply rooted is 
just as much a fact and just as impor- 
tant from the customer’s point of view, 
as any scientific finding in a research 
laboratory, and we must treat these 
opinions with respect and approach them 
not with temper but objectively.” 


Agents’ Twofold Opportunity 


Agents who are in constant contact 
with the public and their own policy- 
holders are able to perform a twofold 
service in promoting good public rela- 
tions. They should be constantly alert 
to report to their companies those fea- 
tures of the service which are found to 
have an especial appeal to customers. 
They are also in a favorable position to 
explain how insurance works. 

“If we are to succeed in public rela- 
tions we must adjust our service and 
our ways of doing business to meet the 
public’s ideas of what it wants, rather 
than to attempt to persuade the public 
to change its wants to the type of serv- 
ice we would like to offer.” 


Lucas Defends Agency System 


Superintendent. Lucas of Missouri re- 
viewed, mainly in humorous vein, the 
work of his department, concluding with 
a vigorous defense of the agency system, 
containing incidental raps at federal 
supervision, and savings bank life in- 
surance. 

“Insurance has to be sold,” he said. 
“When it comes to the point where 
people have to go to Kroger’s or the 
A. & P. for it, there won’t be any buy- 
ers. There’s not one man in 50 that 
has sense enough to buy a policy him- 
self. He has to have confidence in the 
man that sells it, if he hasn’t there won’t 
be any sale. It can’t be sold off the coun- 
ter of the postoffice or out of a bank. 

“Furthermore, we are going to keep 
the supervision of the business in the 
hand of the people, and not in a board 
off on the Atlantic coast.” 

He emphasized the importance of 
service after the sale. “You can’t sell 
just to get a dollar, and then go on,’ 
he said. “Don’t forget the fellow you 
sold a policy to. Stay close to him, in 
season and out. You can do something 
for him and he can do something for 
you.’ 

Motivation is the most important 
phase of agency building, E. B. Brink, 
Michigan manager United Benefit Life, 


declared before the agency management 
section. 

The motivation job is to set the agent 
on fire and make him want to accom- 
plish an objective. What that is depends 
upon the individual and if an agent does 
not have any special wants they should 
be created for him. The agent should 
be sold on a bigger concept of him- 
self and in doing this the manager 
should study and find out just what it 
is that will make him work for some- 
thing beside the commission he gets out 
of a sale. 


Sales Clinic Aids 


If he finds a man is not spending 
enough hours in the field seeing pros- 
pects, Mr. Brink calls him into his 
office and finds out why. This tends to 
motivate the individual to work, A man 
who is making a great many calls but 
who is not successful in getting inter- 
views, is asked to appear before a sales 
clinic, consisting of two leading agents, 
two agency assistants and Mr. Brink. 
The agent gives his sales talk and then 
he is given suggestions for improving it. 
Likewise a man who is getting a great 
many interviews but no sales also ap- 
pears before the clinic for sales talk 
improvement. 

The men appearing before the clinic 
are a little embarrassed at first but the 
system has enabled Mr. Brink and his 
cohorts to revamp and iinprove a great 
many sales talks to good advantage, as 
reflected by the additional business the 
men are bringing in. 


Recruiting Plans Used 


Mr. Brink has several plans for bring- 
ing men into his organization. He has 
a mailing list of 500 “centers of influ- 
ence” and they get a letter from the 
office every 30 days asking for the name 
of a prospective salesman. Mr. Brink 
offers each older agent $1 for each appli- 
cation of a new agent he brought in, 
until the old agent has drawn $200. 
Agents are given $50 for training a 
new man, based on joint interviews. 
Advertisements in Sunday newspapers 
also attract recruits. Tests are given 
applicants so as to insure a good quality 
of men. In training: a new man he is 
given a thorough education in organized 
sales talks and prospecting methods. He 
is asked to bring in a list of not less 
than 50 names of prospects and a field 
man goes out with him to make joint 
calls 


Considers Prospecting 


Mr. Brink said recruiting is not the 
father of an _agency’s success, but it is 
a child conceived in sensibly developing 
the agents already on the sales force. 
Success atmosphere attracts new men. 
Recruiting is made easier “when we first 
put in order what we already have.” 
Although recruiting is always a difficult 
job, it is less so if the manager has 
prestige and can show evidence of his 
ability to make men successful. 

The St. Louis meeting set a new high 
mark for the National Accident & 
Health Association in attendance, inter- 
est and the program presented, and re- 
flects great credit on W. B. Cornett, 
Loyal Protective Life, Columbus, O., 
national president, and the St. Louis 
committees in charge of arrangements, 
headed by George L. Dyer, Jr., Colum- 
bian National Life. Several of the other 
speakers are well known in life insur- 
ance, as well as in the accident and 
health field, including Gale F. Johnston, 
divisional sales manager group division 
Metropolitan Life, St. Louis; E. B. Ful- 
ler, vice-president Loyal Protective Life; 
P. E. Tumblety, chief claim examiner 
Columbian National Life; J. M. Bel- 
wood, Connecticut General Life, Kansas 


City; Fred F. Sale, General American 
Life, St. Louis; W. M. Ivey, general 
agent Monarch Life, Pittsburgh, and 


Glen J. Spahn, superintendent of agen- 
cies Metropolitan Life. 


Fire Insurance Speaker 
in San Francisco 








NORTH 


HENRY E. 


Henry E. North, vice-president of the 
Metropolitan Life with headquarters in 
San Francisco, will be one of the fea- 
tured speakers at the annual meeting of 
the Fire Underwriters Association of 
the Pacific to be held in his city next 
week. 





T omen: to silent 
Oregon Department, 


Succeeding Earle 


PORTLAND, ORE. — Seth B. 
Thompson, 17 years in life insurance 
work here, has been appointed insurance 
commissioner, effective March 1, to suc- 
ceed Hugh H. Earle. 

Mr. Thompson has been a resident of 
Portland since 1923, coming here from 
San Francisco to become general agent 
of the Penn Mutual Life, with which 
he is still connected as associate man- 
ager. He was born at Saratoga, N. Y., 
in 1884. He was graduated in 1907 from 
Leland Stanford and the same year en- 
tered life insurance in San Francisco 
with Union Central Life, with which he 
was associated until coming to Portland. 

Mr. Thompson is a past president, of 
the Portland Life Managers Association 
and of the Life Underwriters Associa- 
tions in both Portland and San Fran- 
cisco, and has been active in business 
and civic affairs. 

He was not an applicant for the ap- 
pointment, although his name came into 
discussion some time ago. 





Director of St. Louis Agency 
Personnel Clinic Resigns 


Lambert J. Case has resigned as di- 
rector of the Agency Personnel Clinic 
at St. Louis. This is an interesting 
new venture. In behalf of several par- 
ticipating agencies, the clinic under- 
takes to recruit and train life insurance 
salesmen in the preliminary stages and 
then to turn the men over to the agen- 
cies that are supporting the enterprise, 
in rotation. 





Set Research Bureau Schools 
The Sales Research Bureau will hold 


three agency management schools: 
May 6-17, Baker hotel, Mineral Wells, 
Tex.; July 8-19, Claridge hotel, Atlantic 
City, and Aug. 5-16, Edgewater Beach 
hotel, A oe 

B Woodson, director of service, 


will saain head the staff which will in- 


clude L. S. Morrison, research director, 
and: 1. W.. Ss. Chapman and Ward 
Phelps, consultants. 


Rapid Fire Sales 
Congresses in 
Three Texas Cities 


Experts Address Agents in 
Houston, San Antonio 
and Dallas 


HOUSTON, TEX.—The Sales Con- 
gress for three Texas cities started at 
Houston. San Antonio was reached 
Wednesday and Dallas Thursday. The 
morning chairman at Houston was H. 
V. Jackson, Occidental Life, president 
Houston Association of Life Under- 
writers. “Sales Opportunities Created 
by Social Security” was the topic of 
R. D. Hinkle who pointed out that so- 
cial security was intended for men of 


small income and that with life insur- 
ance as the basis a worker can com- 
plete a more adequate insurance pro- 
gram with social security payments 
being dovetailed into the insurance pro- 
gram. There are needs to be covered 
by insurance such as additional income 
for the man earning $5,000 per year for 
his family, income for children and wife 
for adequate living and keeping the 
home, covering mortgages on homes, 
protection for a man not working full 
period; for adequate income of wife 
younger than husband, adequate income 
for buyer working if he lives to old age. 
Sales points listed by Mr. Hinkle: in- 
come loss at 65, interval before wife can 
receive income, child when mother mar- 
ries again, more adequate income for 
man and wife after retirement, workers 
not covered, use social security to get 
information for successful cold canvass, 
use as means of increasing amount of 
insurance for income, means of securing 
cooperation of employer in salary sav- 
ings; emphasis on group, worker can 
now increase income through insurance 
30 percent to 100 percent for retirement 
or family, give amounts ot benefits in 
round figures, educational policy for 
children, need of greater lump sum for 
clean-up fund, have courage to accept 
the challenge of the act and capitalize 
on it. There is no substitute for life 
insurance. 


C. J. Zimmerman’s Address 


C. J. Zimmerman, National associa- 
tion president emphasized the opposi- 
tion of the life underwriters to federal 
entrance through national regulation of 
life insurance rather than state. He de- 
clared state regulation may break down 
from weakness of the state official or 
political appointment but when this is 
one state it can be remedied in the 
territory covered but a national break- 
down is too great a problem. He de- 
scribed the governmental burial insur- 
ance proposal as the innocuous entrance 
of government into the field of insur- 
ance that may lead to government in- 
terference as a competitor. He de- 
scribed the annuity situation in Canada 
as resulting in additional cost to tax 
payers and he stated companies can pro- 
vide annuities at less actual cost than 
U. S. government. Mr. Zimmerman 
urged agents to become more skilled, 
go out and act as a constructive force, 
building prestige in the public mind so 
that the public may protect itself and 
the service of agents may be retained. 
He urged personalized prospecting for 
the agent, use of motivation by correct 
emotional appeal rather than cold logi- 
cal presentation. He closed with the 
appeal: “Go out’ and knowing your duty, 
sell intelligently, service, and conserve.” 

Afternoon chairman was _ Morris 
Brownlee, State Mutual Life. General 
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PROGRAMMING AND SELLING 
Up-to-date! FACTS AND FIGURES | Comprehensive! 


Settlement 
Option 
Incomes 


Easiest 
to Use 
8 


The New 1940 “LITTLE GEM”’ 


Ready in March Order NOW! 


Also includes these.More Important Features 
Direct reading Soctat Security Benefit Tables 
War Clauses and similar pertinent information 
Policy points and Company Practice (150 companies) 
Rates at all ages—also Disability & Double Indemnity 
Cash Values—including at Retirement Ages (55, 60 & 65) 
Net Costs—with detailed summaries—10 and 20 years 
Annuities, Retirement Contracts, Term Insurance 
Juvenile Insurance—Industrial—Intermediate 
Special Showings of Special Contracts 


Broad Financial & Business Reports (225 companies) 


Settlement Option Incomes; Reserves including “at 55, 60 & 65”; 


Rates of Interest Payable, Interest Earned; Mortality Ratios! 


Supplemented Monthly by The “INSURANCE SALESMAN” 


Shows MORE on “Settlement Options’”— MORE on “Retirement 
_ Values””— MORE “Programming Data’’, than any other small book! 


Easiest 
to Read 


Order Your 


“LITTLE GEM” 
NOW! 


Regular Price $2.50 


Helps You to Make Prospects 


out of ‘People who 
Already Own Life Insurance’”’ 


By showing the “pension power” of their present insur- 
ance—wwhat incomes will be payable—you get people to 
thinking of how insurance money, some day, will be used 
—how much the beneficiary will have to live on, and 
for how long. 


When this thought replaces the usual picture of $1000 
or $5000 lump sum, the insured gets a new vision of what 
life insurance is for. ‘Old policies” cease to be obstacles 
and become the foundations on which you can build liv- 
able incomes with additional insurance. The new Little 
Gem gives you just the information you need to sell more 
insurance in this way—to a tremendous group of good 
prospects. 


Makes “Programming” Easier! 


Programming is really not so complicated. Of course there are 
certain essentials such as “values,” “incomes payable,” etc., but each 
individually is simple, especially for Little Gem users, for prac- 
tically all the necessary data is already “worked out” for you in 
the Little Gem. 


Not only are there tables showing what is required to produce all 
sizes and periods of incomes as well as the exact incomes payable 
by the various companies, but the Little Gem also contains numer- 
ous illustrations of how all these may be put together, with the 
additional insurance almost always needed—to fill the needs of 
almost any situation. 


Many Other “Sales-Making” Uses! 


> 


Likewise, there are many other important “business-building” uses 
of the Little Gem, such as (1) arousing cold prospects, (2) selling 
people who “have enough,” (3) closing “stalling” prospects, (4) 
avoiding competition, (5) saving time, (6) building prestige, (7) 
stressing the income idea, etc. Each is carefully explained for you 
in the book itself. 


Helps You Sell LARGER Contracts 


(Mail this coupon for Yours, today!) 
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SPECIAL “CLUB PRICES” TO ALL AGENTS 





Rush, as soon as ready, at my “club rate”........ 


ee of the New 1940 “LITTLE GEM.” 


REECE) a daw Gia x RE 8 aes 


To the National Underwriter, 420 E. 4th St., 
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Agent Lynn S. Broaddus, Guardian Life 
of Chicago, described simplified pros- 
pecting. 


Manuel Camps, Jr., New York City, 
John Hancock Mutual Life, spoke on 
“What Price the Organized Sales 
Talk?” He told of taking an agency 
of experienced men who discounted or- 
ganized sales talks. He stated that no 
efforts were made at first to change 
their attitude. New men were brought 
in and trained to use organized sales 
talks. Their sales showed that the talks 
had a definite value. He then had an 
old agent demonstrate his sales presen- 
tation. A stenographer was in the room 
and made a record of the talk. The same 
agent was asked to make a second talk 
with the same set-up. Then the agent 
was shown the stenographer’s copies of 
his talks, almost identical. He became 
a convert and was assisted because he 
had found that his success was due to 
his unconscious use of the organized 
sales talk. Mr. Camps urged the learn- 
ing of three or four talks and the proper 
use of these, stating such talks help re- 
move fear. Fear exists because the 
agent is not certain what to say. 

He urged use of the child appeal in 


the approach and opening, urging men 
to get excited about selling life insur- 
ance. He said: “Do not be casual in 
presentation, nor act casually, or you 
will be the casualty.” He said there 
are only three forms of insurance, ordi- 
nary, endowment, and term, and only 
three reasons for not buying, lack of 
need, lack of desire, and lack of money. 
He said: “We know all the objections 
and all the answers but that no one 
can sell everybody.” He stated that the 
law of averages will work when pros- 
pecting is done carefully and organized 
sales talks properly given with moti- 
vating stories. He urged that men learn 
stories and tell as their own, fitting the 
presentation of organized talks into their 
own technique. He stated that if an 
agent sold just one prospect who would 
save $1 each day he would have a good 
return from his efforts. He closed with 
an appeal to the agents to know their 
business, expose themselves to the pub- 
lic, and believe in their hearts in life 
insurance and its service. The attend- 
ance was approximately 400. 





“Estate Distribution’ and “The 


Amended Social Security Act,” were 


discussed by Fred Ellis, district mana- 
ger of the Aetna Life, Fort Smith, Ark., 
in a lecture before the University of 
Arkansas business administration school. 


Massachusetts Mutual Rally 


JACKSONVILLE, FLA. — B. J. 
Perry, president of the Massachusetts 
Mutual Life, will arrive in Jacksonville 
to attend an agency meeting with A. B. 
Rosborough, general agent. He is ac- 
companied by C. O. Fisher, vice-presi- 
dent. On leaving here they will attend 
the annual meeting of the General 
Agents Association of the company at 
Palm Beach, Feb. 12-14. 


Union Life Buys Building 

LITTLE ROCK, ARK.—The Union 
Life has purchased the 10-story Pro- 
fessional building. It will retain its 
offices in the W. B. Worthen Company 
building until the two lower floors of 
the Professional building are remodeled. 











Harry T. Wright, associate agency 
manager Equitable Society, Chicago, 
vice-president National Association of 
Life Underwriters, and Mrs. Wright 




















Simple Statement 
of the Years Achievements 








1 
2 
3 
4, Assets 
5 
6. 


. Liabilities 
. Surplus, Contingency Reserve & Capital - 





SICNIFICANT ITEMS FROM THE ANNUAL STATEMENT 


. Insurances and Annuities in Force- - - 
. New Business Placed - - - -+- - = 
3. Payments to Policyholders & Beneficiaries 


$625,556,093 


61,657,010 
16,217,516 
167,456,202 
160,851,428 
6,604,774 
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of $61,657,010. 








1. Business in force increased by 
$18,023,123 to a new high total of 
over $625,000,000. This insurance 
provides protection to more than one 
million people — Great-West Life 
policyholders and their dependents. 


For the fifth successive year a gain 
in new business was recorded. 
18,483 new policies were placed in 
force during 1939 for a total volume 


What These Figures Mean: 


1939 beneficiaries of 1,334 deceased 
received $4,168,983 
while living policyholders were paid 
the sum of $12,048,533—more than 
$50,000 every working day of the year. 


policyholders 


Ste & 


3. Since commencing business in 1892 6. Surplus, Contingency Reserve and 
The Great-West Life has paid a 
total of over $220,000,000 to policy- 
holders and their dependents. In 


arise. 


OL, GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE - 


- Total assets of $167,456,202, sub- 
: stantially in excess of all liabilities, 
- are resources held by the Company 
to fulfil its obligations to policy- 
holders and their dependents. 


Capital provide a substantial fund 
to meet any contingency that might {| 


WINNIPEG, CANADA 
































announced at a family dinner at their 
home in Bannockburn, IIl., the engage- 
ment of their daughter Lucille to Nor- 
man McClave, Jr., son of Mr. and Mrs. 
Norman McClave, Grand Rapids, Mich. 
The marriage will be in the early sum- 
mer and the young couple will reside 
in Chicago. She is a graduate of Miss 
Choate’s School, Boston, and of Smith 
College. Mr. McClave was graduated 
from Hill School and Princeton. 





Mortality Ratio 
Still Cited Despite 
Gain & Loss Change 


Although the gain and loss exhibit in 
the annual statement has been com- 
pletely revised for the 1939 report and 
there is no longer included the entry of 
actual to expected mortality, practically 
all of the companies, in publicizing their 
annual statements, are still referring to 
the ratio of actual to expected. 

In most companies the ratio was im- 
proved last year and managements are 
taking occasion to cite that fact. The 
figure of actual to tabular mortality can 
be derived from figures that are given in 
the gain and loss exhibit but that actu- 
arial analysis is not specifically set forth. 

It will probably be some years before 
the companies and agents can be weaned 
away from talking about and publicizing 
this matter of actual to expected mor- 
tality. It is a figure that is very glibly 
used by agents and misused by those 
who are badgering the insurance compa- 
nies, but it is a figure that the actuaries 
eschew. The actuaries point out that 
because of fundamental differences in the 
type and age of business on the books, 
the mortality ratio is by no means a true 
gauge of comparing company results and 
it gives the false impression that com- 
panies are profiting handsomely by use 
of a redundant mortality table. 


Texas Agent Is Ruled “Not 


an Employe” on Tax Issue 


AUSTIN, TEX.—A commissioned in- 
surance agent whose contract with his 
company places only indirect control 
over the performance of his services is 
not an employe, Attorney-general Mann 
has ruled in an opinion to the Texas 
unemployment compensation commis- 
sion. The question involved an agent 
of the Southwestern Life and its liability 
for unemployment taxes. 

The ruling states that an agent on a 
commission basis is the judge of the 
method, the manner, the time and the 
extent of his work. Although he may 
use the company’s office, its forms and 
blanks, it does not affect his status as an 
insurance solicitor. “Such control as is 
exercised over him bv the company is 
not direct. but onlv such general super- 
vision as is required by the company in 
determining the quality and quantity of 
the i insurance which it accepts for cover- 
age. He is not instructed as to what 
persons to solicit, nor is he required to 
report to anv companv office as to how 
he snends his time. We fail to see that 
detailed supervision and direct control 
which is essential to the master-servant 
relationship here.” 








Girard Life Bond Account 


The Girard Life reports 3.63 percent 
rate of income on railroad bonds pur- 
chased during the year; 3.58 on public 
utilities; 3.82 on industrials; 2.55 on fed- 
eral government; 3.32 on other public 
bonds. The average rate of income was 
3.57 percent. Of its bond investments 
last year 33.43% were railroad; 44.68 
public utilities; 10.19 industrial; 6.56 
federal government; 5.14 other public 
bonds, the par value being $2,591,669. 
The rate of income on total of all bond 
holdings last year was 4.39 percent. The 
rate of income on total real estate mort- 
gage holdings was 5.14 percent. 





“Why I Bought rae Insurance,” by 
Cc. T. Davies, 8 copies $1. Order from 
National Underwriter. 
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Wright Confident in 
Spite of TNEC Probe 


Millionaire and National 
Association Vice-president 
Sees No Cause to Worry 


Life insurance people would be en- 
titled to worry more about the TNEC 
investigation of the life insurance insti- 
tution if i¢ did not have such a grand 
record, Harry T. Wright, millionaire 
producer and vice-president National 
Association of Life Underwriters de- 
clared in a fine talk at a session of the 
school being held in Chicago sponsored 
by the Chicago Association of Life Un- 
derwriters. 

“I would be more worried about it if 
I didn’t have a tremendous amount of 
confidence in the ‘middle class’ people 
who are policyholders,” he said. 

“T would be more worried about it if 
I didn’t have absolute faith that the 
life insurance field men and women of 
this country are willing and anxious to 
see that the policyholders are told the 
facts and the truth about the life insur- 
ance companies. 


Has Confidence in Policyholders 


“After all, we represent our policy- 
holders, and I have every confidence 
that they look to us for advice and 
counsel. I am sure that the 64 million 
policyholders in the United States do 
not want anyone who might be able to 
use any political pressure in connection 
with life insurance funds, which after 
all do not belong to the companies but 
belong to the policyholders. 

“But let’s not kid ourselves regarding 
the motive of certain individuals. Your 
association and the life insurance com- 
panies always have been willing, and I 
might say anxious, to correct anything 
that needed correction, but we are per- 


fectly capable of making these correc- 
tions ourselves, if corrections are found 
necessary. . 

“Life insurance has been supervised 
by 48 individual states, and you know, 
of course, that for instance a New York 
company not only has to comply with 
very rigid laws of that state but also 
has to comply with the laws of the states 
in which that company does business. 

“The life insurance companies have 
done a grand job, and let’s not from 
here on in be too modest in telling our 
policyholders about it. 

“It may be that certain individuals, 
including legislators, are not wholly con- 
scious of the service rendered by the 
agents, but when the beneficiary re- 
ceives a check in settlement of a death 
claim which enables her to keep her 
little family together, and when the 
children as a result of the life insurance 
in force are able to go to school, believe 
me, the beneficiaries know that had it 
not been for the agent’s persistence and 
wise counsel her situation would have 
been entirely different. 

“We are living in a rather practical 
world. Certainly no one would be fool- 
ish enough to believe that life insurance 
could be sold without the man in the 
field. The agent pays his own way, not 
only because he initiates the sale, but 
he pays his own way by service rendered 
during the lifetime of the contract: By 
securing a cross-section of risks, elimi- 
nating self-selection, thereby materially 
reducing mortality. 


Says Country Needs Salesmen 


“It is a rather surprising fact, but a 
fact nevertheless, that life insurance 
probably requires more actual persua- 
sion than anything else that is sold. If 
you were justified in eliminating a life 
insurance salesman you would be justi- 
fied in believing that no salesmen were 
necessary in any line and could be elimi- 
nated, and I don’t believe this country 
would get far on a program of this kind. 

“IT am confident that had it not been 
for the life insurance man, iess than one- 


Equitable of lowa Has New 


Adjusted Compensation Plan 


The Equitable Life of Iowa has insti- 
tuted an adjusted compensation plan for 
the induction of new agents. It was put 
into operation recently in an effort to 
help in solving the problem which con- 
fronts agency heads in the induction of 
new men in life insurance, that, is, sta- 
bility of income for those agents during 
the first two years of service. 


Each Agency Gets a Quota 


The adjusted compensation plan ‘is 
neither mandatory nor exclusive in any 
agency of the Equitable of Iowa. Each 
agency has been given a quota for new 
agents under this new plan for a period 
of one year. The quota in any agency 
was determined by the agency depart- 
ment and was dependent upon the size 
of the agency and its previously demon- 
strated ability to assimilate new agents. 
An agency head has the privilege of in- 
ducting men under this plan in accord- 
ance with his quota but at the same 
time may recruit under the same plans 
he has previously been employing. 

The plan provides a two year period 
for the transfer of the agent from his 
basic compensation to the full remunera- 








tenth of the 82 death claims totaling 
$1,182,000 which have arisen in connec- 
tion with clients of mine would have 
been settled for with rather disastrous 
results to the beneficiaries. In nearly 
every one of the cases they originally 
indicated that they didn’t want to buy 
any insurance. It may be some of these 
men may have thought they were over- 
sold or even high pressured, but believe 
me the beneficiaries didn’t think so, and 
were glad indeed that their husbands 
had taken time out to see this insurance 


tion under his agent’s contract. The 
two year period is divided. into four six 
months’ units. During each unit period 
the agent receives a certain basic month- 
ly adjusted compensation and in each 
unit period after the first he also re- 
celveés a certain proportion of his first 
year commission. The basic adjusted 
compensation is less each succeeding 
unit period after the first and the propor- 
tion of first year commission interest is 
greater each unit period after the first. 
The minimum starting adjusted compen- 
sation payable will be $100 per month 
and the maximum $150 per month. 


Minimum Premium Requirement 


There is a certain minimum premium 
requirement for each six months’ period, 
with the result that if that minimum is 
met, an agent will have a level income 
equal to his first unit period’s compensa- 
tion. Any excess over his minimum pre- 
mium requirement will naturally increase 
his income. At any time during the two 
year period the agent can elect to take 
the commission contract. 

There are certain qualifications which 
must be met by any prospective agent in 
order to be eligible for compensation un- 
der the plan, including qualifications of 
age, financial stability, and general ex- 
perience. Then, in addition to the mini- 
mum premium requirement there are 
certain standards which the agent must 
fulfill in order to continue under the 
plan. 

It is hoped that the successful opera- 
tion of the adjusted compensation plan 
will help to eliminate some of the diffi- 
cult adjustments which most new agents 
must make when transferring from their 
accustomed plan of regular income to the 
commission form of compensation. 
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I HOPE YOUR STUDENTS 
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THANK YOU, 

MR. ADAMS. 
I'LL USE THEM 
REGULARLY 

IN MY CLASSES!! 
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YOU BET, JOHN // \ 
THIS CABIN IS THE 
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AND THROUGH THE COURTESY 
OF JOHN ADAMS OF LINCOLN 
NATIONAL , I PRESENT YOU WITH 
THIS SAVEL MADE FROM WOOD 
FROM THE LINCOLN FARM 
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THANKS TO LINCOLN MATERIAL 
I HAVE A HOST OF NEW FRIENDS : 
AND CENTERS OF 


Ee! 
























HeNATIONAL UNDERWRITER 


February 2, 1949 








Over TNEC Inquiry 


Colorado Congressmen 
Precipitate Issue—May Tie 
Up Appropriation 


DENVER—Action by Colorado con- 
gressmen following receipts of a letter 
from Commissioner Kavanaugh scoring 
the T. N. E. C. investigation has pre- 
cipitated a congressional controversy 
which may, according to reports here 
and in Washington, result in the com- 
mittee being deprived of appropriations 
for further activities. 

The controversy followed action by 
Congressman Edward J. Taylor in plac- 
ing Kavanaugh’s letter before the inves- 
tigating committee and demanding an 
explanation, and by Senator Ed. C. John- 
son in having the letter published in the 
“Congressional Record” and issuing a 
statement supporting Kavanaugh’s stand. 

In answer to Taylor’s demand for an 
explanation by the committee in the 
light of Kavanaugh’s disclosures, Sena- 
tor Joseph C. O’Mahoney (Dem.) of 
Wyoming, chairman of the T. N. E. C 
declared that the committee’s objeciives 


do not include federal regulation of in- 
surance or government competition with 
the insurance business. Kavanaugh, 
however, reiterated that his position was 
justified in the light of activities by the 
committee to date, and declared that he 
has ample evidence to support his con- 
tentions. 

In placing Kavanaugh’s letter in the 
“Congresional Record,” Johnson an- 
nounced that he joined Kavanaugh “in 
favoring any fairly conducted, fact-find- 
ing investigation of the life insurance 
business which is not made for the pur- 
pose of providing a basis and ground- 
work for federal bureaucratic supervision 
and control of this important industry.” 


Need No Dual Supervision 


The senator went on to say, “Dual su- 
pervision of life insurance by state gov- 
ernments and the federal government 
would be disastrous to the life insurance 
companies. Policyholders do not need 
both supervisions and this means it is 
imperative that the federal government 
keep out of this field.” 





H. T. Burnett, vice-president and 
director of agencies, Reliance Life, and 
G. G. Lamar, superintendent of the 
southern division, are making a tour of 
the Texas branch offices. At San An- 
tonio Manager Bert Perry was host at 


Hundred Million 
Celebration Held 


Ohio State Life 
Has Annual Agency 
Gathering 


COLUMBUS, O.—Having reached 
its goal of more than a $100,000,000 in- 
surance in force, the Ohio State Life 
is celebrating its achievement at its an- 
nual agency convention here this week. 
The One Hundred Million Dollar con- 
vention got under way with a reception 
for general agents followed by a confer- 
ence. 

Vice-president Frank L. Barnes 
opened the general session, talking on 
sales organization. Judd Benson, gen- 
eral manager home office agency Union 
Central Life in Cincinnati, discussed 
“Planning for 1940.” Speakers at the af- 
ternoon session were President Claris 
Adams and Gould M. Peters, field su- 
pervisor. 

Alfred Guay, Los Angeles general 
agent, was elected president of the 
President’s Club, and E. M. ——— 
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Contingency Reserve for Participating Business Written Since January 1, 1915............ 1,676.651.59 
Reserve for Policy Dividends (Apportioned and Unapportioned).....................+-.-- 791,880 
ee So oe ee ee Pee a Ooo een) nee eit 000. 
NNER ei i api nr oe asl eR ey We cms Ae be A SPE SS Sin Wo ncr asGe ier eo 3.622,477.58 
No Or i a ci cty tas lt dura hae ap ai daa Lid Day Gio ccna iaahme neta pnts aa eines ae $39.759.967.58 
RECORD OF NINETEEN HUNDRED THIRTY-NINE 
ee IR MIN, oes 5.5 .o0:5 8 aes ab ae sine toss be eae PREBEae eee eT OR OSs eas eee ete weM $ 675,594.05 
gee ITI oo cia 5 oc os ce snl o wins 6 5.010 vin  Snioinipe Saiwaiet oie Alsely'y gia Paid a6 m6rsi ne 4,297,146.07 
Cash Payments to Living Policyholders..................-. 2. cece cece cece cence see e sence 3,621,552.02 
Percentage of Death Losses Paid to Mean Insurance................... 0. e see e eee e ees 561 
Percentage of Lapse and Surrender to Mean Insurance...................... 000-0. 0s ese 8.297 
Average Percentage of Actual to Expected Mortality for 20 Years, December 31, 1920 =7:94 
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FINANCIAL STATEMENT 
JANUARY FIRST, 1940 


Bonds, Amortized Value (Less than Market Value 12-31-39) 
Cash Loans on Company Policies 
First Mortgage Farm Loans, including Tax Sale Certificates 
Real Estate (Including Home Office) 


to December 31, 1939, Inclusive 
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a luncheon. 








OF NEBRASKA 
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$63,312,558.80 


PAID ON POLICIES SINCE 1887 


ASSETS 


er ee SN eo 5 500 soci. .5.0) ae bien a weinis a hip Hvo'0's oie aces bag owl Rins ovals Olas 609. 
nnn a ON OR I aS one aino.s ames reins Swe RSE TAREU SCTE OOS GEE 679,689.45 
Daberent Dire Te MO PE RIO) «og ook ooo evoke i ccc cccvese decree ecce nee 401,816.33 
a an eI 655 6 acon se oe sg eet oie -n0-< b0!Sc6su pce or6:4'5 siglo ceinvainssvivevera ele sls pie 392,036.19 
ee SEE Seo do ae ae re ee re emer are 132.00 
Furniture and Fixtures Account... ee None 
Seen eS PS eee None 
PRET IONNS vic nd swncen ses bah0%-s55 None 
NRE op Sa Sp NRCC Oh NC ee Ae Sr ee ieee Bees teem eee Met a iy eee None 
RO PENNIDENS <5 50 oa asp are pataard oy con ee ee con se EAA RGR ale dio aeale oae ee Nee oie ioe soelater as None 

cite inimtne Ol NN oss xe oro a5 oe ee cake ree eee eR ee $39,759,967.58 

LIABILITIES 

Reserve (Full Net Level Premium)............. $29,309,385.20 
Death Claims Reported, Proofs not completed... 26,686.01 
Reserve for Unreported Death Claims.......... 25,000.00 
es nL wh ars. wie a6 As Min telee e mselels 8.6. siereieein Cee sis eos we Faire 34,990.65 
ae IR I os 2 ko ono 5:01 0l0 5 Seale AW oo is oleae 5/815:0 sags o pismig muleieceingins 82,265.29 
Susp A Sie I ODPM Ann a Win Ss 6 tacsih « ho pgm, snaeald cla:a ave:o ibis ort Weasecatac le eT 39,381.88 
Dividends and Installments Left with C y and Int SRM aGe., carcaick Sc neh beer mea 
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Akron, was named secretary. P. 
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Kieffer, Chicago general agent, was 
chosen president of the Honor Club and 
Sam Cytron, St. Louis, secretary. A 
dinner in honor of the leaders was given. 
Mr. Adams gave a word of welcome 
and Mr. Guay responded. 

On the second day Ralph G. Engels- 
man, New York general agent Penn 
Mutual, spoke on “Sensible Selling in 
1940.” Dr. Carroll E. Herron discussed 
the presentation of medical cases to the 
home office. J. C. McFarland, Cincin- 
nati general agent, discussed “Social 
Security”; S. M. Carroll, Uniontown, 
Pa., general agent, “Using the Accident 
Department to Sell More Life Insur- 
ance”; Mr. Kieffer, “Insured Incomes,” 
and T. T. McClintock, manager acci- 
dent department, spoke on “Equip- 
ment.” 

John M. Sarver, former president and 
now chairman of the board, spoke. 

At the banquet President Adams pre- 
sided and George H. Harris, public 
relations officer Sun Life of Canada, 
spoke on “Life Insurance and Society.” 

On the last day “Improved Selling in 
1940” was the theme. Myron C. Gard- 
ner, manager Detroit City, discussed 
“Better Planning;” J. Howard Culler, 
Mansfield, “Selling for Needs;” D. B. 
Ayers, Detroit, “Quality Business,’ and 
E. M. Sinclair, Akron, “Prospecting.” 

The convention closed with a lun- 
cheon with Superintendent Lloyd of 
Ohio as speaker. 


Lloyd Warns on Spending 


“Life insurance is the greatest trustee- 
ship in the history of mankind,” Mr. 
Lloyd declared. “I believe policyholders 
are determined that the reserves of life 
companies shall not become an experi- 
mental fund for dreamy economic plan- 
ners and that they must not be involved 
in a government deficit financing pro- 
gram. Thrift and common sense must 
take their seats again at the nation’s fi- 
nancial center, America must stop going 
further into debt and must begin the 
long, hard pull back toward solvency.” 


See Tough Prospects 


The life agent has a better chance to 
sell insurance if he sees the “tough” 
prospects rather than the easy ones, Mr. 
Benson declared. Comparatively few 
persons disagree on the value of life in- 
surance. The problem is to get a man 
to give up something else to invest the 
money in insurance. 

It is better to solicit the saver of 
money because he is disposed to dis- 
cipline himself. Soliciting a man of 25 
is merely missionary work, Mr. Benson 
asserted. The man of 50 is wiser and 
one-half the sale is made when soliciting 
a man of that age, because he believes 
in life insurance and is willing to make 
sacrifices in order to purchase life in- 
surance. Too many agents start the 
toughest way, by calling on low-priced 
men. An agent should spend one-third 
- his time in looking for a better mar- 

et. 


Demand Better Salesmen 


In dealing with the future of life insur- 
ance, Mr. Engelsman said the public is 
going to demand better informed agents 
and better trained salesmen. This, he 
said, would be a recommendation for the 
C. L. U. He asserted that life compa- 
nies must keep pace with the trends of 
business and devise policies to cover new 
Situations. In the past they have offered 
the public the policies they had in stock, 
but in the future they will have to offer 
policies to fit the peculiar needs of the 
prospects. In the days to come, said 
Mr. Engelsman, there will be fewer 
agents but they will be better qualified 
and will produce quality business. The 
companies hereafter are going to de- 
mand the kind of business that stays on 
the books and the commissions of agents 
are going to be based on the kind of 
business that sticks. 

Mr. Harris, speaking at the banquet, 
reviewed the services of life insurance to 
social welfare. He said the tremendous 
growth and expansion of life insurance 
came from a growing recognition of its 
social usefulness. It follows that the 

(CONTINUED ON PAGE 28) 
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Waddell Advanced 
by the Pilot Life 


Elected Vice-president 
and Still Heads the 


Agency Department 
GREENSBORO, N. C—At the di- 
rectors meeting, J. M. Waddell, for 


seven years agency manager of the Pilot 
Life, was elected a vice-president. His 
official title is now vice-president and 
agency manager. He has spent his en- 
tire business life in life insurance, and 
successfully served in every agency ca- 
pacity. Immediately before joining the 
Pilot in April, 1933 he had for several 





J. M. WADDELL 


years been superintendent of agencies 
of the Jefferson Standard Life, where he 
made an outstanding record. Prominent 
in life insurance association work, Mr. 
Waddell has, among his other activities, 
served as an executive committee mem- 
ber of the Life Agency Officers Asso- 
ciation. 

He was oe at Bingham School, 
Asheville, N. C., and at the University 
of Virginia. 

During his seven years with the Pilot 
Life, Mr. Waddell has played a major 
role in the development of the large and 
capable ordinary field force which repre- 
sents the Pilot. Especially noteworthy 
is the marked improvement in the qual- 
ity of business and personnel of the field 
organizdtion during Mr. Waddell’s con- 
nection with the company. 

President E. C. Green commenting on 
the financial report stated: “The Pilot’s 
investment portfolio is in the best con- 
dition ever. Our foreclosed real estate 
last year was reduced by approximately 
50 percent and our mortgage loan ac- 
count increased by over $750,000, of 
which more than a half million is fully 
guaranteed by the U. S. government. 
Surplus and contingency reserve in- 
creased by $230,000 while policy loans 
and liens were reduced by $18,000.” 

Commenting on the two important 
items of mortality and interest earnings, 
President Green stated that the mortal- 
ity experience was excellent and during 
the year the company maintained its 
unusually favorable interest rate of 4.6 
percent. The increase in premium and 
investment income over the 1938 figures 
was more than $300,000. 

Insurance in force is now $137,566,- 
090, gain $7,132,618 or 69 percent more 
than the gain for last year. Assets were 
increased by $1,650,827 or 8 percent total 
now amounting to $21,305,675. 





Ill. License Investigator Resigns 


Arthur J. Magee, agency license inves- 
tigator in the Chicago office of the IIli- 
nois department, has resigned. 


President Ball Hits 
at the Investigation 


Declares the Washington, 
D. C., Hearings are Entirely 
One Sided Affairs 


President D. E. Ball of the Columbus 
Mutual Life, in submitting his annual 
report, made some comment on the 
TNEC investigation. He said: 

“Probably the outstanding event of 
the year 1939, from a life insurance 
standpoint, was the Temporary National 
Economic Committee investigation. 
While the purpose of the investigation is 
still shrouded in mystery, it is becom- 
ing more and more evident that the com- 
mittee has wandered afield from its 
stated purpose of investigating monopoly 
in the United States, as proposed in the 
message of the President to Congress 
and the resolution of Congress authoriz- 
ing the Securities & Exchange Commis- 
sion to conduct such an investigation. It 
has investigated the method of election 
of directors of mutual companies, pre- 
mium rates, lapsation, agency turnover, 
agency commissions and almost every- 
thing else but monopoly or the effect of 
investment policies on the general eco- 
nomic welfare of the country, which was 
the original stated purpose. The investi- 
gation throughout has been conducted as 
a prosecution rather than as an impartial 
inquiry. All the effort has been devoted 
to bringing out unfavorable facts, and no 
opportunity has been afforded the com- 
panies to reply to insinuations in ques- 
tion as to their practices. Everything 
unfavorable was given great publicity in 
the newspapers and not a word was said 
of the great good life insurance is do- 
ing, of the priceless contribution it makes 
to the public welfare or its fine depres- 
sion record. 


Build Up for Federal Supervision 


“The general impression exists that a 
case is being built up for government su- 
pervision to supplement and perhaps 
eventually replace state supervision. Life 
insurance funds are the last great pool 
or reservoir of money which is not un- 
der federal control and Washington is 
viewing this with greedy eyes. There is 
nothing in the past history of govern- 
ment control which makes this seem a 
desirable fate for the life insurance 
business. The railroads have been su- 
pervised until one-third of them are in 
the hands of receivers. They have been 
ground between the millstones of rate 
regulation and what amounts to wage 
dictation from Washington until main- 
tenance and operating economies outside 
of wages are about all that is left in the 
way of management, and last year the 
railroads paid twelve times as much in 
taxes as they paid to stockholders. 

“The insurance companies have a 
much better depression record than the 
government regulated banks. Life in- 
surance has prospered and expanded 
with a minimum of loss to policyholders 
under state supervision, and the last 
thing we want is to see life insurance 
made a political football subject to the 
whims of some bureaucrat or the ex- 
perimentation of some brain truster. 
General business conditions last year 
were slightly more favorable for writing 
life insurance than in 1938. The invest- 
ment situation has become increasingly 
difficult and the mortality experience was 
less favorable.” 





Agency Officers Meeting 

Preceding the annual meeting of the 
Canadian Life Insurance Officers Asso- 
ciation at the Montreal Hotel, Montreal, 
June 6-7, the annual meeting of the Life 
Agency Officers Section will be held in 
the same place the two next preceding 
days. This is the first time since 1902 
that the annual meeting has been held 
in Quebec. This is largely due to the 
fact that A. P. Earle, president of the 
Montreal Life, is president of the offic- 
ers’ association. 
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JANUARY 1, 1940 
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Assets 

$ Per Cent of 

? Total Assets 

4 a a Sa ER 2.97% $ 695,615.21 

; Bonds: 

? U.S. Government $ 181,805.04 | 

5 State, County and 37.39% 

f Municipal ...... 8,568,356.61 J 

4 Canadian—Dom., 

? Prov. and Mun. 1,322,726.35 5.65% 

4 Public Utilities .. simone 10.59% 

é Other Bonds . 525,200.00 ae 

? 

4 We Ncucditanduatedina 58.63% 12,551,715.58 

4 First Mortgage Loans: 

$ Farm Properties..$ i alent | 

’ City and Other 14.00% 3,275,545.84 

é Properties .... 2,629,102.45) 

? aictheibilamiaeatiaia 

a nee TRE 1.36% 318,912.50 

? Home Office Property........... 1.27% 297,767.04 

$ Real Estate Owned............. 5.24% 1,224,809.55 

é a Ae a 16.96% 3,968,250.70 

? Interest Accrued .............- 81% 189,324.27 

; Premiums in Course of Collection. 3.53% 825,044.78 

é Other Admitted Assets.......... 23% 53,417.37 
Total Admitted Assets.... 100% $23,400,402.84 


Reserves and Liabilities 








CON i shea sa wtiindiiina vicaien $18,755,009.00 
Reserve for Income Policies............... 703,640.00 
Reserve for Claims Awaiting Proofs....... 101,233.52 
glk ae 123,027.00 
Dividends Payable to Policyholders........ 271,947.91 
Advance Premiums and Trust Funds....... 867,471.47 

rt ck cudkbnenns eet eeuesce $20,822,328.90 
Contingency Reserve .................00. 1,000,000.00 
Surplus Unassigned ..............-2e0c0- 1,578,073.94 

wh oe Saha s daewheiadeccn $23,400,402.84 


Results — Year 1939 


1939 Payments to Policyholders and Bene- 
iedccwncanhsandeawaddiseseses $ 2,092,608.71 
Total Payments to Policyholders and Bene- 
ficiaries Since Organization (38 Years). 35,776,757.42 
Insurance Issued and Restored During 1939 16,763,187.00 
Insurance in Force, January 1, 1940...... 137,258,357.00 


For Agency Opportunities Write to 
4. B. Olson, Agency Vice President 


VV SVT VV VVVSVSBV TVS VS SVSVSVTSVVSVS VSS SSVSS SST SSS ST STS SSS SVS SSS SESSVTSVVSVTVVVTTSVVTSSVTV SVT VV VT VVVVV*V*® 





7 SPV TVVVVVPVVUVVV VA VTVV VARA TTARETETASAAST TASS SETAASTSTASAS 














HteNATIONAL UNDERWRITER. 





February 2, 1940 














Girard Life Agents 
in Annual Conclave 





(CONTINUED FROM PAGE 4) 


proposal is a fine sales medium. It is 
the most effective prospecting tool, he 
said, and when used correctly will in- 
crease a man’s production 25 percent. 
Last year this plan increased the average 
policy of his own agency by nearly 
$1,000. 

The advantage of the calendar as a 
door opener and a contact making me- 
dium was stressed by E. P. Pfister, Jr., 
general agent at Cleveland, who has 
used the Girard Life’s calendars for three 
years and finds it the keystone of a most 
successful prospecting plan. Mr. Pfister, 
whose agency is the largest user of the 
calendar, places it in organizations hav- 
ing five or more persons and where em- 
ployment is steady. He also places it in 
various stores in the better neighbor- 
hoods of his city. He finds that the new 
calendar is looked forward to each year 
and when worked successfully helps to 
do a splendid job of prospecting. He ad- 
vised agents whenever possible to see 
the calendar hung up before leaving the 
store or office. 

Gustave Jay, Jr. Newark general 
agent, discussed the possibilities for 
business in 1940. The ae of people 
able to pay has increased, he said. In 
his experience he has found that it is bet- 
ter to spread his prospecting among 
various occupations. Last year there 
were 40 occupations represented in 80 
cases written by his agency. 

“The field for business insurance is 
becoming more lucrative,’ Mr. Jay as- 
serted. One point in connection with 
selling business insurance is to win over 
the accountants and lawyers of the firm 
to the plan because of their knowledge 
of the company’s setup. 

The market among professional peo- 
ple is not particularly good at this time, 
he said. More time should be employed 
in prospecting among new industries. 


Medical Director Speaks 


Dr. W. H. Crawford, medical director, 
discussed medical selection. He called 
attention to certain rules which, if agents 
would observe more closely, would elim- 
inate additional expense for the com- 
pany. He listed nine factors which are 
taken into consideration on each appli- 
cation: build, family record, occupation, 
personal history, habits, physical condi- 
tion, habitat, moral hazard, plan of in- 
surance applied for. Each factor is given 
a point rating and the number of points 
credited on all factors govern the selec- 
tion or rejection of the applicant. 

The convention opened with a get-to- 
gether luncheon. One afternoon was 
given over to sight-seeing and there was 
an informal dinner that evening followed 
by a new motion picture, “Touching All 
Bases,” 
courtesy of “Connie” Mack of the Phila- 
delphia Athletics. There was a little ex- 
citement after one session when mem- 
bers of the convention emerged to find 
the hotel lobby filled with smoke and 
several firemen on the scene. There was 
a small fire in a linen closet which was 
extinguished quickly. 


Convention Dinner 


At the convention dinner President 
Albert Short spoke briefly. He con- 
gratulated the agency force on the new 
business written last year. Only 5 per- 
cent of the total amount of business is 
term insurance, Mr. Short said. 

“While there is a legitimate need for 
term insurance, it is greatly over-esti- 
mated in my opinion,” he stated. He ex- 
pressed the belief that the propaganda 
for term insurance is fading. Agents can 
help this trend, President Short stated, 
and it is their duty to do so and not to 
let their prospects buy term insurance. 

Speaking on investments, Mr. Short 


said that the buying trend on the part 
of companies has gone from mortgages 
and railroad bonds to public utility and 
industrial bonds and, he added, the Gir- 





which was shown through the. 


ard Life has followed this practice rather 
closely. 
Mr. Adsit presented the “President’s 


Trophy” for 1939 to M. L. Baker, man- 
ager Lown & Village Service, York, 
ba. Diamond insignia pins were given 
to the following for their excellent pro- 
duction records of last year: Gustave 
Jay, Jr.. Jay & Jay, Newark; M. L. 
Baker, F. W. Carey, Philadelphia; P. B. 
Phillips, Baxter agency, Chicago; Julius 
Epstein, Jay & Jay, Newark. 

Gold insignia pins were won by: E. P. 
Pfister, Watt agency, Cleveland; A. D. 
Goodman, Scranton, Pa.; A. . Hyde, 
Baruch agency, Philadelphia; E. E. Ba- 
ruch, Philadelphia; T. C. Jay, Newark, 
and Albert Short, Jr., Philadelphia. 

Dr. W. D. Gordon, director of the 
Girard Life, gave a brief address. He 
traced the growth of the country since 
the first life company was established in 
1759. Excellent entertainment was pro- 
vided by the Hyd’n Male Ensemble. Mr. 
Hyde is with the Baruch agency in 
Philadelphia. 

There was a business discussion the 
last morning. W. L. Crawford, actuary 
and assistant treasurer, gave some statis- 
tics regarding the company. Director 
John H. Brooks, chairman finance com- 
mittee, gave a summary of the financial 
condition and investment policy of the 
Girard and Joseph D. Morelli, attorney, 
spoke of the value of the life agent in his 
own community. He expressed his be- 
lief that ignorance lies behind criticism 
of the insurance business and stated that 
life insurance has cultivated the habit 
of saving. It has preserved the family, 
protected industry and through its in- 
vestments has helped to develop this 
country. The public’s appreciation of 
life insurance, he said, is created and 
maintained by the agent and he should 
remember that his company is judged as 
he is himself. 

The convention closed after a meeting 
of the general agents in which Fernand 
Baruch, president F. Baruch Agency, 
Philadelphia, chairman general agents 
committee, led the discussion. 





To Release SEC 
Investment Report 
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ment, will place a powerful and unfair 
weapon in the hands of agents who may 
not understand the qualifying footnotes 
in the gov ernment’s report or may pre- 
fer to ignore them. 

On the brighter side is TNEC Chair- 
man O’Mahoney’s recent statement that 
he proposes, at the next executive meet- 
ing of the committee, to propose a spe- 
cial invitation to the insurance industry 
to “present its own story in its own 
way.” 

Denies Robbins’ Statements 


O’Mahoney mentioned this proposal 
in a letter to Congressman E, T. Tay- 
lor of Colorado who had forwarded to 
the TNEC inquiries from two of his 
constituents questioning the methods 
and aims of the TNEC’s insurance 
study. Much of O’Mahoney’s letter was 
a denial of statements made by Col. 
C. B. Robbins, manager and general 
counsel American Life Convention. 

Though O’Mahoney denies any con- 
nection with Senator Wagner’s postoffice 
annuity proposal and any thought of 
taking over any branch of insurance, in- 
surance men considered significant his 
failure to deny that the TNEC is con- 
sidering methods for bringing about 
federal control of insurance. The near- 
est he comes to it is to declare: 


Domination Theory “Fantastic” 


“The suggestion that one of the prin- 
cipal purposes behind the study is to 
secure domination of insurance company 
reserves is utterly fantastic. Even if 
such a proposal were suggested, and no 
suggestion has been made, I do not hesi- 
tate in expressing my opinion that this 
committee would never for one moment 
consider submitting any report or any 





recommendation which would in the 
slightest degree lend color to this as- 
sertion.” 

Insurance men point out that despite 
O’Mahoney’s indignant denial of any 
thought of permitting the government 
to get its hooks on life company re- 
serves he missed a marvelous opportun- 
ity to come out flat-footed and say that 
the reports about the TNEC consider- 
ing federal control are groundless and 
that he and the rest of the committee 
are against it. It was recalled that some 
weeks ago when newspapers carried an 
obviously trial-balloon story that the 
TNEC was informally considering how 
to obtain federal supervision for life in- 
surance O’Mahoney did not deny the 
story and has not denied it since. 


Wants Economic Freedom 


Instead, O’Mahoney’s letter to Repre- 
sentative Taylor concludes: 

“It is just as true now as it was in 
the beginning of these hearings that the 
only purpose of the committee has been 
to make an objective study of our eco- 
nomic system. You may, with perfect 
confidence, thus assure all persons who 
make inquiry of you. 

“I venture to add here the opinion 
which [ have expressed upon many oc- 
casions, that economic freedom is just 
as essential to the happiness and pros- 
perity of our people as religious and po- 
litical liberty, that the extreme need of 
our time is the elimination of all re- 
straints upon economic opportunity and 
that business itself needs the liberation 
of the natural person from regimenta- 
tion from economic forces as well as his 
protection from regimentation by gov- 
ernment. Both business and government 
are intended to serve people. My inter- 
est in the work of the Temporary Na- 
ticnal Economic Committee and, so far 
as I have been able to observe, the in- 
terest of every member of the com- 
mittee, has been to preserve this eco- 
nomic freedom.” 


Similarity to “National Charters” 


Those familiar with O’Mahoney’s pre- 
vious utterances see in the foregoing 
statement about “elimination of all re- 
straints upon economic opportunity” 
and “liberation of the natural person 
from regimentation from economic 
forces as well as protection from regi- 
mentation by government” a veiled re- 
iteration of his advocacy of “national 
charters for national business.” His con- 
tention has for some time been that as 
business grows it tends to bring about 
regimentation and loss of opportunity 
for the individual and that government 
control is the only, way to handle the 
situation. 

Earlier in his letter to Taylor the 
TNEC chairman takes issue with a 
number of points raised in the Ameri- 
can Life Convention’s memorandum on 
state versus federal supervision, O’Ma- 
honey stating that the letters now com- 
ing to members of Congress from insur- 
ance men and “a few” state commission- 
ers appear to have been based on 
Colonel Robbins’ memorandum. 


Gives Other Assurances 


O’Mahoney denies that the TNEC or 
any of its members has any thought of 
abolishing the agency system; that the 
insurance business “has been subjected 
to an injurious and unfair attack” or that 
“no opportunities have been given for 
companies to reply to insinuations in 
questions as to their practices, nor have 
the witnesses been permitted to make 
full statements while answering trick 
questions propounded to them by the 
counsel.” 


Says Witnesses Not Restricted 


“No member of the committee or of 
its staff, has ever intimated to me that 
the government should take over in- 
dustrial insurance nor has any. sugges- 
tion ever been made to me by any as- 
sociated with this committee that in- 
dustrial insurance should be merged with 
the social security system,” O’Mahoney’s 
letter continues. “Moreover, the com- 
mittee has never discussed any such pro- 
posal at any meeting and it has never 
made any recommendation at all. 





“With respect to the charge that wit- 
nesses have been compelled to answer 
trick questions and that no opportunity 
has been given to the companies to reply 
to insinuations, let me say that in the 
insurance hearings, as in every other 
hearing, every witness was given full 
opportunity to be accompanied by his 
lawyer on the stand. In most cases the 
witnesses knew the type of question that 
was to be submitted and the general 
tenor of the examination. 

“From the very outset the committee 
has taken every precaution to give the 
fullest opportunity to every witness and 
to every company.” 

O’Mahoney then went on to say that 
the invitation to present its own case in 
its own way has been open and still is 
open to the insurance business and that 
he would propose a special invitation at 
the next executive meeting of the 
TNEC 


A. L. C. ANALYZES LETTER 


The American Life Convention sent 
out a bulletin Wednesday commenting 
on the O’Mahoney letter to Taylor. 

“The letter is very interesting and 
very illuminating as to the attitude oi 
the chairman of the TNEC on the vari- 
ous matters discussed in the pamphlet 
issued by the American Life Conven- 
tion,” the bulletin states. “Senator O’- 
Mahoney’s statement that he is in favor 
of private enterprise will receive the un- 
qualified approval of every life insurance 
company, and his further statement that 
the committee has no intention of attack- 
ing the agency system, under which life 
insurance is written, and that there is no 
intention on the part of the committee 
to recommend absorption of industrial 
life business by any governmental 
agency, will receive enthusiastic ap- 
proval among life insurance men. 

“It is regrettable that Senator O’Ma- 
honey did not mention the matter of 
state as opposed to federal supervision, 
which was the whole purpose of the 
pamphlet, the observations contained in 
it as to the conduct of the investigation 
being merely incidental. 

“I am quite sure that Senator O’Ma- 
honey’s invitation to the life insurance 
companies to present to the TNEC its 
own story in its own way will be gladly 
accepted by the companies. 

“The statements contained in the pam- 
phlet referring to the apparent intention 
of some members of the committee to 
recommend absorption by the govern- 
ment of industrial life-insurance, federal 
regulation, and a change in our agency 
system, were not made following any 
statement by any member of the com- 
mittee, but were the only inference that 
could be drawn from the testimony oi 
witnesses produced by the Securities & 
Exchange Commission and examined at 
great length in regard to those matters.” 

Many life companies undoubtedly will 
avail themselves of the “invitation” ex- 
tended by Senator O’Mahoney, to pre- 
sent the story of life insurance “in their 
own way,” Col. Robbins stated - this 
week. The main objection of life com- 
pany officials to the TNEC hearings so 
far held has been that there seemed to 
be a pattern of a purpose to show only 
testimony that was derogatory. 

It is likely that life companies will 
present testimony covering 75 to 100 
points, correcting many errors in the tes- 
timony in previous hearings, and also 
serving as rebuttal of points heretofore 
made by Gerhard Gesell, special counsel 
of SEC in the hearings. 

Col. Robbins takes Senator O’Maho- 
ney’s letter to mean that the life compa- 
nies will be privileged to present their 
testimony through their own counsel and 
without having it edited in advance by 
Gesell. 

Although the TNEC hearings will re- 
sume shortly it is likely the companies 
will want to delay their day in court un- 
til Gesell has concluded all of the testi- 
many on the SEC investigation. 

The American Life Convention will 
take no active part in presenting the case 
before TNEC, Col. Robbins said. This 

(CONTINUED ON PAGE 28) 
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Group A. & H. Alda 
Employer, Employe 


Gale Johnston Reviews 
Scope, Advantages of Cov- 
erage in St. Louis Talk 


Group accident and health premiums 
total $40,000,000 annually covering more 
than 2,000,000 employes and employers, 
Gale F. Johnston, group sales manager 
Metropolitan Life, St. Louis, stated at 
the mid-year meeting of the National Ac- 
cident & Health Association, St. Louis, 
in telling of the part that coverage plays 
in the insurance program. 

In pointing to the tremendous eco- 
nomic and wage loss through accidents 
and sickness, Mr. Johnston cited insur- 
ance company claim statistics which indi- 
cate that in a single year 300 out of every 
1,000 employes will be sick or disabled 
for one day or more, 110 will be sick or 
disabled by non-occupational accidents 
for more than one week, for an average 
of about 6% weeks, and 70 will go to a 
hospital for an average stay of two weeks. 
An employer with 1,000 employes ob- 
viously can expect on the average that 
30 percent of his employes will be dis- 
abled for non-occupational reasons dur- 
ing the year. Lost time in this case 
will be more than 5,000 working days. 
Group accident and health insurance off- 
sets a portion of this economic loss of 
wages. 


Economical, Wide in Scope 


The popularity of group accident and 
health insurance is due to the scope and 
economy of the protection. It applies 
the principle of wholesale buying, rates 
are lower and there are no miedical ex- 
aminations or exclusions due to race or 
sex. Collection of premiums by payroll 
deduction not only reduces the expense 
of operations, but assures greater perm- 
anence. In effect the employer becomes 
an agent of the company. He contrib- 
utes a portion of the cost and so- 
licits new customers as he puts employes 
to work. 

The working man and his family have 
little money for medical expense and as 
a result they are prone to let conditions 
needing medical treatment go untreated. 
U. S. Department of Labor figures show 
the average upper class family in six 


cities spends $109 or 4.7 percent of its 
$2,361 average annual income for medi- 
cal service. The lower income family 
spends 5.2 percent of its $756 average 
annual income, or $39, for medical care. 
Although the lower income group needs 
medical care equal to if not greater than 
the upper half, it is spending only 35 
percent of that spent by the higher in- 
come families. The upper half spends 
$109 a year for medical care, compared 
to $155 for life insurance, while the 
lower half family spends more for med- 
ical care ($39) than it does for life in- 
surance which averages $34. 


The same basic rates are used by most 
companies for group accident and health 
insurance. They have to be adjusted to 
the composition of the working force 
and to the additional hazards involved. 


Group Hospitalization Popular 


Group hospitalization has been ex- 
tremely popular since its introduction. 
Payments are on a daily basis of $3 to $6. 
The experience in this field is somewhat 
limited. Group surgical operation insur- 
ance at a minimum rate of 40 cents per 
month for these benefits is now avail- 
able. Coupled with group life insurance 
and accidental death and dismember- 
ment coverage, group insurance now 
offers a complete package of protection. 
The complete group plan provides low 
cost protection against loss of wages due 
to disability, a sense of security, elimina- 
tion of worry, earlier and more complete 
medical attention, full recuperation be- 
fore returning to work, and minimizes 
use of loan agencies. The group plan 
aids industrial relations. As the insurers 
require at least 75 percent of the em- 
ployes under the plan, the employer 
knows that the majority favor the pro- 
gram. Inasmuch as accident and health 
benefits do not exceed two-thirds of the 
pay, malingering is eliminated. 

By establishing a group program the 
employer is giving tangible evidence of 
his willingness to plan for the welfare 
of his employes. Group accident and 
health plans aid in establishing more 
cordial relations with employes, increase 
morale, eliminate the tragic practice of 
passing the hat, relieve company respon- 
sibility for disabled employes, reduce 
labor turnover and absences, increase 
efficiency, provide non-medical protec- 
tion for all, give help to an employe at 
a time when help is most needed, protect 
the economy of the community and pro- 
vide a sound part of an industrial rela- 
tions program. 





Young Men Advanced by National Life 




















DEANE C. DAVIS 


_Two young men have been elected to 
high executive positions in National 
Life of Vermont, they being Deane C. 
Davis, who becomes general counsel at 
the age of 40, and L. Douglas Meredith, 
who becomes treasurer at the age of 34. 








L. DOUGLAS MEREDITH 


Mr. Davis, who has been connected 
with the law firm of Wilson, Carver, 
Davis. & Keyser of Barre, Vt., replaces 
George B. Young, who is 73 years of 
age, as general counsel. Mr. Meredith 
replaces C. E. Moulton, who is 77. 








QUERY: What life insur- 


ance company is developing 


a pioneer experience in Fam- 


ily Group coverage? 


COMMENT: Continental 
Assurance is writing all eli- 
gible members of a family 
... Single contract . . . single 
premium payment... com- 
plete protection including 


waiver of premium if the 


father should die. 











ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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policyholder to build out of his surplus 
earnings in good times and draw upon 
for payment of premiums or emergencies 
in hard times. 

The study of life insurance progress 
indicates that it is not fixed and unal- 
terable but that its sales methods and 
itself moves and changes from time to 
time in the interest of greater public 
service as the public mind is ready to 
respond, It indicates a rapidly coming 
change, the need of which is being has- 
tened by investment and interest condi- 
tions. 

Is Earnings Insurance 


Life insurance could be considered as 
earnings insurance to replace earnings 
cut off -by untimely death, Mr. Hope 
said. It should be considered in the 
same light as accident and health insur- 
ance which provides for disability. Acci- 
dent and health insurance has no savings 
account tied with it to act as an incen- 
tive to the good risk to stay with the 
company. Some say that the reason 
for this is because accident and health 
is cancellable. The same school of 
thought says that life insurance needs 
the savings account to encourage good 
risks to stay on the books. However, 
it is usually the worst risks who lapse 
and withdraw their cash values, Mr. 
Hope pointed out. ds 

If term insurance is sold in its proper 
form, namely, income replacement with- 
out large lump sums running on to 
advanced ages and there causing over- 
insurance, and such term insurance 
receives proper renewal service by 
agents, there will be little or no selec- 
tion against the company and no heavy 
mortality at the later durations. 

The cash value law came in 1880 and 
completely revolutionized American life 
insurance. “Perhaps we shall date an- 
other revolution from about the year 
1940 and we may have another 50 years 
of life insurance prosperity this time 
through applied intelligent program- 
ming, insuring a man’s actual needs and 
fitting true life insurance to the future 
money value of the man.” 


Interest Situation Disturbing 


The interest situation is disturbing. 
Life insurance men fear it more than 
mortality. Interest and especially guar- 
anteed interest is not essential to life 
insurance, Mr. Hope said. He suggested 
two ways of handling the situation: To 
continue the present form of life insur- 
ance level lump sum with level pre- 
miums but to assume no interest in 
calculating premiums; or to separate the 
investment element or savings account 
from the protection or true insurance so 
that the true insurance does not lean in 
any way upon a savings account. 

If the nation is to be adequately in- 
sured with $400,000,000,000 of protection, 
it does not seem likely that the national 
income will stand the strain of pre- 
miums at the present ordinary rates, 
even if the national income were $80,- 
000,000,000. The investment type of 
policy takes interest as well as premiums 
out of the national income. It is ques- 
tionable how much more than the pres- 
ent 5 percent of the national income 
now going to pay insurance premiums, 
can be secured. 

In getting the nation adequately in- 
sured on an income replacement basis 
it is absolutely essential that the public 
respond to the new form of life insur- 
ance by exercising thrift and _ self-dis- 
cipline. Agents could no longer capi- 
talize on the inability to save as they 
do when selling combined savings and 
protection type of policy. 

Admitted assets of life insurance com- 
panies are now growing at such a rate 
that if the trend continues they will 
reach something like $100,000,000,000 in 
1956. They would have reached that 
mark in 1948 if the trend had not been 
slackened by the heavy cash withdrawals 
from 1932 to 1934. 

“Where can the companies find in- 
vestments with a decent rate of interest 


for such huge reserves? And what will 
the life insurance critics, not to men- 
tion the government, think about it? 
We see, therefore, that other forces may 
be driving legal reserve insurance 
toward term insurance, or that improved 
form of term insurance, income replace- 
ment, as well as the force and the pur- 
pose to find some way of bringing about 
more adequate insurance _ protection 
within the reach of the national income.” 

In studying life insurance sales it is 
apparent that they follow national in- 
come. “But let us not forget that in 
order to get the proper amount of new 
business it seems most imperative that 
something should be done to make life 
insurance cheaper but just as good and 
make it more flexible,’ Mr. Hope de- 
clared. 


Eight Definite Purpose Policies 


Eight definite purpose policies were 
suggested by Mr. Hope, as follows: 

No. 1. Providing $100 per month, re- 
placing earning power, to 70th birthday. 

2. Survivorship annuity to wife of 
$100 per month commencing when 
assured would have been 70 when he 
died before 70 or commencing at his 
death if he lived beyond 70. 

3. Family income $100 per month in 
addition to No. 1 while family is grow- 
ing up. 

4. $2,500 lump sum cleanup policy. 

5. In case of sickness before age 60, 
$200 per month from eight days to one 
year and in case of accident before age 
70, $200 per month from one day to one 
year. 

6. If policy owner becomes totally 
and permanently disabled, $200 per 
month to age 60. Total disability claim 
must be made before age 55. $100 a 
month paid after age 60. 

7. Retirement annuity to breadwin- 
ner $100 per month after age 70. 

8. Premium deposit agreement. 


New Style and Features in 
“Diamond Life Bulletins” 


Beginning with the current issue, the 
“Diamond Life Bulletins,” published by 
THe NATIONAL UNDERWRITER at Cincin- 
nati, have adopted a new and much more 
attractive physical arrangement. A new 
and very legible typeface is being used, 
headings have been modernized and, 
except for special diagrams, the pages 
are broken into two columns for greater 
ease in reading. The cover, in which 
the issue is stapled for passing through 
an agency, with a routing sheet on the 
back, is printed with a solid red border, 
with the title on a grey background and 
the description of the contents in a white 
box. A new feature, outlines of agency 
meetings based upon the revised sections 
of the service, has been added, and will 
be sent to subscribers as each new sec- 
tion is completed. 

Abner Thorp, Jr., editor “Diamond 
Life Bulletins’ in announcing the 
changes to subscribers, stated that the 
new typography and arrangement will 
be adopted as each section is reorgan- 
ized. For the sake of uniformity, the 
old style will be used in revised pages 
until a section can be re-edited. The 
current issue marks the beginning of the 
revision of the “Prospecting” and “Pro- 
gramming” sections, in which the new 
style is used. 


New Prospecting Treatment 


The current issue is representative of 
the outstanding service which the “Dia- 
mond Life Bulletins” supplies to life 
insurance men of all classes. The new 
treatment of prospecting approaches the 
subject from an entirely different and 
more useful viewpoint, not only explain- 
ing the factors which make a person a 
prospect for a particular agent, but 
pointing out how the relative importance 
of those different factors varies with an 
agent’s territory, time in the business, 
knowledge, skill and connections. It is 
believed that this is the first discussion 





in print of this most important point. 
Mr. Thorp is strongly of the opinion 
that failure to recognize these variations 
and to act upon them has caused un- 
counted disappointments. 

The new section on programming 
aims at simplifying and standardizing 
the procedure as far as possible. For 
the more advanced underwriter, the cur- 
rent issue contains a discussion of the 
legal aspects of insurable interest and 
methods of fixing values of key men for 
business insurance purposes, revised in- 
formation on the federal income tax on 
corporations and the state inheritance 
taxes of Illinois, Indiana and Michigan 
and new recommendations on selling 
life insurance for tax purposes. 


Accidental Deaths 800 Fewer 
in 1939 Than During 1938 


Fatalities as a result of accidents to- 
taled 93,000 in 1939, an improvement of 
805 over 1938, the National Safety Coun- 
cil estimates. The ratio of 71 per 100,- 
000 is the best since 1900 with the excep- 
tion of 1921 and 1922. 

Motor vehicle deaths were 32,600 as 
compared with 32,582. Ona mileage ba- 
sis, the ratio was the best on record, 
being 12.2 per 100,000,000 miles. 

Public carrier accident deaths were 
15,000 as contrasted with 16,000 in 1938. 
Home accidents numbered 32,000 as con- 
trasted with 31,500 and “occupational” 
16,000 compared with 16,500. 


Lenzinger to Ohio State 


The Ohio State Life has announced 
the appointment of R. G. Lenzinger 
manager of its home office agency. He 
was for eight years manager of the 
Phoenix Mutual in Cincinnati and prior 
to that a home office supervisor. 


Becker Host to Budinger Group 


_ President Charles E. Becker of Frank- 
lin Life gave a breakfast Wednesday in 
Chicago for the F. J. Budinger agency 
of that city. General Agent J. E. Young 
also was present. 


“Cal-Western” Has 
Spirited Meeting 


(CONTINUED FROM PAGE 1) 


Sol Minzer, Dallas; Thom Pettitt, San 
Jose; Sam Shevitz, Los Angeles, and J. 
V. Hart, Arthur Luddy and J. L. Swain, 
Sacramento. 

E. W. Amos, superintendent of the 
accident and health department, and 
Harry E. Johnstone, Eureka, Cal., gave 
talks on selling disability insurance. Mr. 
Johnstone enjoyed a 60 percent increase 
in commissions in 1939 over 1938 be- 
cause of his concentration on A. & H. 
business. An effective one act playlet 
dramatizing the benefits of A. & H. 
protection was presented by John 
Rowland, R. N. Burns, Dal Richins and 
Ann Jorgenson of Sacramento. 

Mr. Gutterson demonstrated various 
uses of the company’s “Future Income 
Planner,” and for the second time the 
gathering was split up into three round 
table groups. 

“How to Increase Your Earnings by 
Planned Time Control,’ was discussed 
by the group of which H. W. Storck, 
supervisor San Francisco, was in 
charge. F. E. Anyett, manager San 
Jose, was chairman of those who talked 
on “Getting Referred Leads from 
Centers of Influence,” and Neil Nettle- 
ship, manager San Jose, was chairman 
of the section which offered ideas on 
Selling Endowment Insurance or In- 
come for Retirement.” 


Commissioner Holmes Speaks 


President Lacy was toastmaster at 
the banquet, the feature of which was 
the numerous honors heaped upon 
Grant Taggart. John J. Holmes, Mon- 
tana insurance commissioner and 
always a convention guest, gave a char- 
acteristic talk. Vice-president Cox pre- 
sented prize money to the leading pro- 
ducers and conservation plaques. Mr. 























Danforth Says Life Has 
Four Well Known Sides 


The curse of the present age is 
mediocrity, W. H. Danforth, St. 
Louis, New York Life director and 
chairman of the board Ralston- 
Purina Company, declared before 
the Associated Life General Agents 
& Managers at Cincinnati. Three 
rules for success are faith, action, 
and enthusiasm. Life has four 
sides, no one of which may be neg- 
lected—mental, physical, social and 
religious. “Aspire daringly, ven- 
ture nobly, and serve humbly,” 
— Danforth gave as the rule of 

e. 





Lacy gave the principal address, speak- 
ing on the convention theme, “You, 
Your Own Prestige Builder.” 

Mr. Gutterson displayed the com- 
pany’s new social security instruction 
manual. He has produced some unique 
and copyrighted material for the use of 
agents in selling life insurance to round 
out the prospect’s social security set-up. 
A skit illustrating life insurance and 
social security was given. 


Others Give Talks 


Jack O’Neill, agency assistant, and 
Ray N. Jansen and George W. Coe, 
Sacramento, spoke on salary savings. 
Marcus Gunn, vice-president and ac- 
tuary, told of new records in group in- 
surance. Selling group was discussed 
by Jerry Hahn, manager group field 
service; R. N. Burns, Sacramento, and 
L. B. Pyper, Tucson, Ariz. The con- 
vention was closed on an emotionally 
high note by George L. Malley, head 
football coach of the University of San 
Francisco, who talked on “The Way to 
Win.” Leaving Del Monte, the conven- 
tion group went to Sacramento, where 
there was a tour of the home office. 





Convention Notes 

The program booklet for the conven- 
tion of California-Western States Life at 
Del Monte, characterized the meeting as 
a “University of Insurance” and “College 
of Fun.” 

Yellowstone Park will be the place of 
the next convention, 18 months hence. 

Benton Maret, Sacramento, was re- 
elected secretary of the El Capitan Club, 
and Stella G. Gibbs, Woodland, was re- 
elected treasurer. These are the club’s 
two elective offices. 

President 0. J. Lacy and Mrs. Lacy 
presided at an informal reception on the 
day preceding the convention. 

George W. Coe, Sacramento, official El 
Capitan photographer, showed movies 
of the 1938 convention cruise; color films 
of the 1941 convention site; “Yours truly, 
Ed. Graham,” and a new Borden and 
Busse picture. 

Ernie Gutterson, inspector of agencies, 
was the program chairman. Jack O'Neill, 
agency assistant, was convention mana- 
ger, and Gordon Daniels, editor of pub- 
lications, assistant convention manager. 
Ann Jorgenson was in charge of women’s 
activities. 

In addition to the officers, four of 
the company’s directors attended, they 
being Clyde Brand, E. A. Thompson, H. 
B. Drescher, and D. S. Wasserman, 

Entertainment features included 2 
sightseeing tour of Carmel, Monterey 
and the missions; men’s golf tourna- 
ment, deep sea fishing trip, 17 mile drive, 
concluding with bridge-luncheon at Del 
Monte Lodge and teas for the ladies. 

Leather bound zipper equipped writ- 
ing cases were presented to all the ladies 
of the convention. 

A new simplified, non-medical blank 
has just been adopted. It was distributed 
at Del Monte by Walter C. Kennedy, 
chief underwriter. 

Clyde Brand, legal counsel and direc- 
tor of the company, was made a life 
member of the El Capitan Club. 

There was a special luncheon for the 
members of the “Presidents Top Ten.” 

Leonard Osmond, Oakland, won the 
men’s golf tournament. Mrs. S. B. Chris- 
tenson, Salt Lake City, took first prize 
in the ladies ping pong match, and John 
S. Rowland, Sacramento captured the 
prize for catching the most fish in the 
deep sea fishing contest. 
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cluded annual income payments to an- 
nuitants of $3,993,636. _ 

Claims paid in the accident and liabil- 
ity department of Aetna Life amounted 
to $8,611,351; the underwriting profit of 
that department is $1,958,034. 

The amount paid policyholders by 
Aetna Life since organization has now 
reached $1,554,825,741. 

Contingency reserves have been in- 
creased so that no part of the increases 
in surplus shown in the statements 
arises, directly or indirectly, from net en- 
hancement in value of securities carried 
at market prices. Net profits from sales 
of securities have been carried to con- 
tingency reserve accounts instead of be- 
ing included in earnings. 

The earnings of the stock department 
of Aetna Life, after adjustments for all 
real estate expenses, taxes, write-downs 
and net losses on sales, amounted to $6,- 
478,335. Included in these earnings is 
the underwriting profit of the accident 
and liability department of $1,958,034, 
the net interest earned in that depart- 
ment of $1,333,781, and the parent com- 
pany’s share of the undistributed earn- 
ings for 1939 of its affiliates of 
$1,604,322. 

The earnings have been applied as 
follows: 

To strengthen the reserve basis on 
ordinary annuities and accident benefits 
in life policies, $1,876,021; to contingency 
reserve, $923,000; to dividends to stock- 
holders, $2,100,000; to increase surplus, 
stock department, $1,579,314. ; 

In 1939 the liability and compensation 
premiums in Aetna Life amounted to 
only $2,014,716. From Jan. 1, 1940, Aetna 
Life will confine its business to life in- 
surance, group insurance, annuities and 
personal accident and health insurance, 
and casualty insurance will be written 
only by Aetna Casualty. This represents 
completion of the program of divorce- 
ment commenced séveral years ago. 

The net gains for the year in the par- 
ticipating department from insurance 
and investments were $2,307,304. Out 
of these gains $1,798,191 was allocated 
for payment of dividends to participat- 
ing policyholders in 1940. The contin- 
gency reserve in the participating de- 
partment has been increased from $80,- 
000 to $700,000, leaving a surplus in that 
department of $2,287,856 after allocation 
of dividends to policyholders. ; 

For the entire company assets in- 
creased $49,586,201 and now amount to 
$670,905,658. Of this increase in assets, 
$43,117,774 was added to funds set up 
to enable the company to make future 
payments guaranteed under its policies, 
$5,000,000 was added to contingency re- 
serve to bring that reserve up to $11,- 
000,000 and $1,468,427 was added to sur- 
plus. ‘ ’ 

The total surplus, in addition to paid- 
up capital of $15,000,000, is $21,855,402. 


PENN MUTUAL LIFE 


The Penn Mutual Life announces 
substantial gains during 1939 in insur- 
ance in force, receipts, and total assets. 
The company ended 1939 with $1,969,- 
568,675 of insurance in force, increase 
$17,818,596. During the past year, 
42,552 new policies were issued, provid- 
ing $139,946,895 of insurance. In 1939, 
it paid $54,288,566 to policyholders. 
Total payments of this nature made 
since it was founded in 1847 are in ex- 
cess of a billion dollars, amounting to 
$1,259,141,096 at the end of 1939. 

Receipts were $120,637,217, represent- 
ing a gain of $1,913,946 over 1938. There 
was also an increase in surplus reserve 
which provides a margin of safety for 
mortality and investment fluctuations 
and other contingencies. The-surplus 
reserve stood at $30,944,720. 

Assets were $736,261,835, showing a 
gain of $33,632,025. Of these assets, 
$174,446,972 represent United States 
government direct and guaranteed obli- 
gations. 

Fhe premiums last year were $71,716,- 
521, total receipts $120,637,217, excess of 


receipts over disbursements $36,457,748. 
Its total bond account is $431,345,672, 
preferred and guaranteed stocks $8,930,- 
850, city mortgages $97,799,307, farm 
$3,783,711, city real estate $44,683,426, 
farm $7,434,257. Its home office building 
was carried at $8,000,000. Policy loans 
are $82,472,784. 

JEFFERSON STANDARD LIFE 

The Jefferson Standard paid policy- 
holders last year $6,350,000. The assets 
increased $7,500,000, which makes the 
item $87,500,000. President Julian Price, 
in his report, said that the highlights of 
the past year “appear to be the rate of 
interest earned on our invested assets; 
the favorable mortality experience and 
the satisfactory gains in insurance issued 
and in force.” The net interest on in- 
vested assets was 5.1 percent. The mor- 
tality rate was less than 50 percent. The 
insurance in force was $4062,500,000, the 
new business being $48,000,000, an in- 
crease of 5 percent. A dividend of 75 
cents a share was declared to stockhold- 
ers. President Price stated that the com- 
pany now has over $5,000,000 in divi- 
dends and policy proceeds left with the 
company under various settlement op- 
tions. During the year 30 percent of the 
death claims settlements and matured 
endowments were left with the company 
at interest. The total paid policyholders 
since organization amounts to $111,825,- 
000. The contingency fund is now $1,- 
300,000. The capital and surplus was 
$5,000,000, increase $500,000. 
GREAT-WEST LIFE 

Preliminary figures from the annual 
statement of the Great-West Life show 
for the fifth successive year a gain in 
new business in force increased by $18,- 
123,123 to a new high total of over $625,- 
000,000. Assets also increased by almost 
$5,000,000 to $167,456,202. Surplus, con- 
tingency reserve and capital amount to 
$6,604,774. Liberal participation returns 
to policyholders have again been pro- 
vided for. 

During the year $4,168,983 was paid 
to the beneficiaries of 1,334 deceased 
policyholders, while $12,048,533 was re- 
ceived by living policyholders. Since 
commencing business in 1892 the com- 
pany has paid a total of over $220,000,000 
to policyholders and their dependents. 


BANKERS LIFE OF NEBRASKA 


Bankers Life of Nebraska, in its new 
annual statement reports assets $39,759,- 
967. The policy reserve is $29,309,385, 
capital $500,000 and net surplus $3,622,- 
477. . 

Since 1887, Bankers Life has paid on 
policies $63,312,558. 

Death claims paid in 1939 amounted to 
$675,594, the total paid policyholders was 
$4,297,146, the cash payments to living 
policyholders $3,621,552. The percent- 
age of lapse and surrender to mean in- 
surance was 8.297. The mortality ratio 
for 20 years, Dec. 31, 1920, to Dec. 31, 
1939, was 37.94. 


DOMINION LIFE 


Assets of Dominion Life at the year 
end amounted to about $43,875,000, an 
increase of $3,006,566. Payments to pol- 
icyholders and beneficiaries amounted to 
$2,976,981 of which 74 percent was paid 
to living policyholders. More than $43,- 
500,000 has been paid to policyholders 
and beneficiaries since organization in 
1889. 

Insurance in force is $185,202,200, in- 
crease $6,384,331. Policy reserves exceed 
$36,084,900. Policy liabilities are pro- 
vided for on a much higher basis than 
the government standard and securities 
are carried at a value less than their 
market. 


COLUMBUS MUTUAL LIFE 


The Columbus Mutual Life reports as- 
sets and surplus increased during 1939, 
as during each year since the company 
in 1908. 


started business Assets are 


$34,575,321, gain $2,675,971. Surplus to 
policyholders increased from $2,375,622 
to $2,558,397. 

Approximately 32 percent of the assets 
are invested in federal, municipal and 
other public bonds, 37 percent in mort- 
gages on city and farm properties. City 
mortgages total 90 percent of mortgage 
investments. Average interest earnings 
rate was 4.1 percent. Insurance in force 
increased from $133,764,491 to $136,522,- 
686. New business produced in 1939 was 
up 9 percent. , 

Receipts totalled $7,130,927, showing 
an excess of $2,651,153 over disburse- 
ments. The mortality experience in 1939 
was 45 percent—approximately the same 
percentage as the average during many 
years. . 

At a meeting of directors announce- 
ment was made of a 10 percent increase 
in annual dividends to policyholders, ef- 
fective April 1. 

The premium income last year was 
$4,411,577 and there was paid policy- 
holders $1,339,024. The total operating 
profit for the year was $481,444. Of 
this amount $298,669 was used to set 
up a reserve for dividends payable dur- 
ing the last half of 1940. Then $182,775 


was added to surplus, which is now 8.5 
percent of the liabilities and $19.84 per 
thousand of insurance in force. Presi- 
dent Ball announced in his report that 
there has not been a single year in 
which the company did not have large 
excess earnings. This has enabled it 
to write down the book value of its 
real estate by 33 percent. A year ago 
it wrote down doubtful mortgages by 
about $300,000 and this year it has set 
aside an additional reserve. During the 
last seven years the surplus. has in- 
creased $1,000,000. 
AMERICAN SAVINGS LIFE 

American Savings Life of Kansas City, 
in its new annual statement, reports as- 
sets $2,525,917, policy reserve $1,743,781, 
surplus to policyholders $370,991. Since 
organization American Savings Life has 
paid to policyholders and beneficiaries 
$4,598,447. It possesses more than $117 
in assets for every $100 of liabilities. 


LINCOLN NATIONAL LIFE 


Gains in insurance in force, assets, 
and surplus feature the annual statement 
of the Lincoln National Life. A $39,- 
426,060 gain in insurance in force 
brought the total to $1,034,849,733. 

The $157,064,788 of new business paid 
for in 1939 represented a gain of $1,341,- 
755 over the year before. Premium in- 
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come showed a $1,565,258 increase with 
a 1939 total of $25,049,587. 

Assets increased to $156,891,185. Cash 
and marketable securities stood at $62,- 
658,450, a gain of $6,525,779. First mort- 
gage loans increased from $35,710,690 to 
$41,695,797. Real estate decreased from 
$12,548,117 to $9,692,346. 

Surplus showed an increase of $1,019,- 
702, bringing the total to $8,941,165. The 
surplus to protect policyholders consists 
of: Special surplus for contingencies, 
$2,441,165; unassigned surplus $4,000,- 
000; and capital stock, $2,500,000. 

During the year, the Lincoln National 
paid policyholders and beneficiaries $13,- 
127,660 and since its organization it has 
paid out $174,793,593. 

UNION CENTRAL LIFE 

Assets of Union Central Life reached 
the highest point in history, W. H. Cox, 
president, reported at the annual meet- 
ing, increasing $22,374,404 to $396,772,- 
538. Income exceeded disbursements by 
$23,384,139. Business in force is $1,- 
317,879,723, a $10,268,965 increase. Of 
the total, $189,021,547 is on annuity 
plans. New business in 1939 totaled 
$98,115,136, an increase of $4,673,293 
over 1938. Reserves totaled $322,584,- 
475. Farm mortgages total less than 10 
percent of the company’s assets, Mr. 
Cox reported. 


EQUITABLE LIFE OF IOWA 


Assets of Equitable Life of Iowa now 
amount to $193,491,374, an increase of 
$11,239,532. The excess of assets over 
liabilities is $8,777,602, an increase of 
$729,082. ae : 

New life insurance and annuities writ- 
ten amounted to $48,727,404. Insurance 
in force is $585,035,065, increase $7,631,- 
017. 
Net interest earned on invested assets 
was 3.90 percent as compared with 3.76 
percent in 1932. The increase is attrib- 
uted principally to improved earnings on 
real estate owned. 


UNITED STATES LIFE 

New business written by the United 
States Life during 1939 showed an ap- 
proximate gain of 10 percent. Insurance 
in force increased 10 percent and mor- 
tality experience for the same year was 
favorable, continuing the downward 
trend of the past few years. This year 
is the company’s 90th anniversary, and 
also marks its entry into the accident 
and health field. 


PROTECTIVE LIFE 

Assets of Protective Life now amount 
to $12,140,269, increase $866,627. Policy 
reserves are $10,432,239, increase $745,- 
447. Surplus is $371,337, increase $71,- 
705. Insurance in force is $120,625,676, 
increase $10,094,247. The average inter- 
est earnings during 1939 were 4.2 per- 
cent. 


VOLUNTEER STATE LIFE 


Volunteer State Life in its new annual 
statement reports assets of $25,093,707, 
increase $784,899. Insurance in force is 
$101,090,060, increase $911,000. Pay- 
ments to policyholders and beneficiaries 
totaled $2,134,000. New business in- 
creased 21.1 percent. Since 1903, Volun- 
teer State has paid to policyholders and 
beneficiaries more than $49,000,000. 


MONARCH LIFE 


Assets of Monarch Life in the new 
annual statement appear as $6,160,802, 
unearned premium reserve $635,456, life 
policy reserves $2,873,343, special non- 
can A. & H. reserve $612,503, capital 
$445,600 and net surplus $863,524. 

The assets increased during the year 
by $665,205. Surplus gained $92,853. 
Accident and health premium income 
amounted to $3,096,432, gain 7.6 percent; 
life premium income $736,083, gain 8.3 
percent; investment income $260,877, 
gain 22.2 percent; gross income $4,118,- 
066, gain 8.4 percent. 

During the year Monarch Life paid 
to policyholders and beneficiaries $1,716,- 
878. The A. & H. loss ratio was slightly 
higher due principally to the influenza 
epidemic during February and March. 


Life insurance mortality was favorable. 

President C. W. Young pointed out 
that automobile accidents seem to be 
under control but that accidents in the 
home appear to be growing. 

The rate of interest earned for 1939 
was 3.91 percent gross and 3.28 percent 
net, a slight decrease. 

The only real estate owned is the 
home office. There were no defaults in 
either principal or interest in the bond 
portfolio. 


HOME LIFE OF NEW YORK 


Home Life of New York shows in- 
surance in force, assets and surplus at 
new peaks. Payments to policyholders 
since organization now total $232,019,- 
712, with last year’s payments averaging 
over $26,000 paid out each working day 
of 1939. Insurance in force is $407,- 
533,589, increase 4.47 percent. This per- 
centage is more than twice as great as 
the estimated 2.1 percent increase for the 
life insurance business as a whole. Gain 
of insurance in force is $17,430,819, im- 
provement of 64.5 percent. Assets to- 
tal $106,922,368, and surplus is $4,300,634. 

The company reports one of the low- 
est mortality rates it has ever experi- 
enced. New paid business showed a 
13.6 percent improvement in volume. 
The average size policy showed a con- 
tinued increase. 

Mortgages total $6,647,991, or 34.3 per- 
cent of the assets. Real estate acquired 
through foreclosure and now owned has 
an asset value of $4,233,394 or 3.9 per- 
cent of total assets. Of all real estate 
acquired through foreclosure since 1929, 
53 percent has been sold and the amount 
of foreclosed real estate held is 14 per- 
cent less than the 1938 figure. 

The company has taken credit for only 
$27,544 of overdue mortgage interest. 
No overdue interest has been included 
for mortgages in process of foreclosure, 
or on any other mortgage on which any 
interest was in arrears for more than 
six months. Of this $27,544 of overdue 
interest $23,149 or 84 percent repre- 
sented interest due in December and 
then in process of collection. Only 
$4,395 was overdue more than one 
month. 

Railroad bonds amount to $8,127,061, 
and those in default represent only 0.6 
percent of total assets. The percentage 
of railroad bonds to total assets has been 
reduced since 1929 from 19.8 percent to 
7.6 percent. No public utility, state, mu- 
nicipal, or industrial bonds are in de- 
fault. All preferred stocks, which rep- 
resent 1.6 percent of total assets, or 
$1,714,425, are currently paying full divi- 
dends. The net interest rate earned 
after deducting all investment expenses 
was 3.96 percent. 


GUARDIAN LIFE 

Guardian Life’s 80th statement shows 
assets at a new high of $140,201,534 as 
the result of an increase of $7,237,233 
or 5.4 percent over the previous year. 


“Payments during the year to policy- 


holders and beneficiaries totaled $10,- 
108,569 bringing the aggregate since or- 
ganization to $311,231,389. 

New paid business totaled $39,742,833, 
a decrease of 13 percent but insurance 
in force rose to $493,272,552. Net in- 
terest rate was 3.51 as against 3.76 for 
1938. Net earnings on real estate were 
3.1 percent, slightly better than the pre- 
vious year. 

Existing policy loans dropped $1,007,- 
743 while lapses and surrenders im- 
proved markedly, being 16 percent and 
6 percent respectively. About 25 per- 
cent of the policy and dividend pay- 
ments were left with the company at 
interest or under settlement options, the 
company now holding a total of $14,- 
968,934 in such funds as against $3,478,- 
655 a decade earlier. 

President James A McLain stated 
that the underwriting experience for 
1939 was very favorable. Mortality 
was 48.65 percent of expected as against 
52.52 percent for the preceding year. 


COUNTRY LIFE 


Country Life reported a record total 
of more than $19,000,000 new business 
in 1938, and gains in assets, reserves, 


surplus and insurance in force. Assets 
were $10,674,577, gain $2,039,566 over 
1938. Net policy reserves were $7,736,- 
258, gain $1,448,108. Capital stock was 
$200,000, contingency reserves $200,000, 
unassigned surplus $1,201,144. Cash item 
is $173,731, U. S. bonds $2,901,117, pub- 
lic utility bonds $2,426,906, policy loans 
$862,816. Total income was $3,271,371, 
disbursements $1,290,319. Insurance in 
force was set at $138,298,599, com- 
pared to $125,154,425 at the end of 1938. 
Country Life has averaged a gain of 
more than a million monthly in new 
paid business since organization in 1929, 
President Earl C. Smith reported. The 
company was organized and is con- 
trolled by Illinois Agricultural Asocia- 
tion and writes farmers and the general 
public. The annual meeting was held 
in Chicago. Mr. Smith reported $675,000 
was paid to policyholders and benefici- 
aries in 1939, and there has been paid 
since organization about $3,700,000. 
Mortality ratio in 1939 was 21.6 percent 
of expected. 


BUSINESS MEN’S ASSURANCE 


Business Men’s Assurance has pub- 
lished its new annual statement, show- 
ing assets $19,839,703, a gain of better 
than $2,000,000. The policy reserve is 
$17,191,895, capital $500,000, contingency 
surplus $275,000, a gain of $25,000, 
and general surplus $1,033,948, a gain of 
about $140,000. 

Life insurance in force was $121,240,- 
431, a gain of $5,008,327. Total income 
was $6,512,010, gain $311,852. 


BOSTON MUTUAL LIFE 


Insurance in force of Boston Mutual 
Life at the end of the year amounted to 
about $90,000,000, a gain of $3,671,000. 
The excess of income over disburse- 
ments was $827,000. During 1939 Bos- 
ton Mutual paid policyholders and bene- 
ficiaries $1,803,000. Policy loans 
decreased 20 percent in number and 30 
percent in amount. Cash surrenders 
decreased 7% percent. Earnings on real 
estate increased to 2.75 percent. 


PEOPLES LIFE OF INDIANA 


Assets of Peoples Life of Indiana are 
shown as $10,337,168 in the new annual 
statement. That is a gain of $538,342 
for the year. Policy reserve is $8,780,- 
829, gain $483,152; capital $300,000, con- 
tingency reserve $300,439 and net sur- 
plus $400,000. Insurance in force 
amounts to $53,233,837, a gain of $2,- 
765,804. New business written during 
the year was $9,128,610. There was a 
gain in liquid assets of $337,001. 

The insurance in force is at an all 
time high. The mortality rate was 43 
percent, mortgage loans reached a new 
high of $5,227,907 and the bond account 
of $1,115,848 was also at a new high. 
Real estate was reduced almost $100,- 
000. 

Unsold real estate stands at $457,609. 
President E. O. Burget states that with 
improved conditions much of it will be 
disposed of this year. 


OHIO STATE LIFE 


With a gain of $4,822,135, Ohio State 
Life has now passed the $100,000,000 
mark in insurance in force. The exact 
figure is $100,510,274. 

Assets are $21,036,265, an increase of 
about $350,000. Income was $4,289,842 
as compared with $4,158,898 the previous 
year. Income exceeded disbursements 
by $1,228,804. 

Capital was increased from $500,000 
to $1,000,000, by transferring the differ- 
ence from surplus account. Net surplus 
now exceeds $1,000,000. Surplus to 
policyholders was increased by $50,000 
and contingency funds by $95,721. 

The interest return for the year was 
3.926. Mortality was 33.35. 


NATIONAL LIFE & ACCIDENT 


Life insurance in force in the National 
Life & Accident increased $61,228,481 in 
1939 to $706,866,136. 

Assets are $72,607,838. Bonds are 
$35,390,720; mortgages, $21,882,125; cash, 
$4,949,610; real estate, $3,198,632; policy 


Pink Favors Equity 
Investments 





(CONTINUED FROM PAGE 3) 


and operate the projects for the public 
benefit. If the rents achieved are con- 
sidered too high, the cities must then 
give consideration to some practical as- 
sistance in the form of tax encourage- 
ment, unpopular as that may be. 

“Here is a partnership which may 
prove a sound outlet: for surplus funds, 
maintain the values‘ of mortgage and 
real estate investments in the heart of 
our cities, provide attractive houses for 
people of moderate means, prevent the 
spread of blight and decay and aid ma- 
terially in the restoration of our cities 
to normal health.” 


Cites Bad Trends 


Among the many trends noticeable 
today which he termed unfavorable to 
improvement of the real estate and mort- 
gage market, Mr. Pink noted the in- 
creased competition for mortgage in- 
vestments, some increase in building 
costs, a tendency to use good locations 
for inferior purposes, continued high rate 
of unemployment with subsequent lim- 
itation of buying power. There is still 
much undigested property in the hands 
of the insurance companies and banks 
which they have been unable to sell, 
he pointed out. 


Spread of Blighted Areas 


As to what he called the most dan- 
gerous trend—the spread of blighted 
areas in the centers of large cities—Mr. 
Pink said: “This increase of blight is 
of immediate concern not only to city 
governments, which lose tax revenue, 
but to the lending institutions. All of 
our great companies have very substan- 
tial and widespread investments in 
mortgages in the large cities. Some of 
these have been converted into real es- 
tate. Our companies are vitally inter- 
ested in maintaining the values of their 
investments so that policyholders may 
receive everything that is due them.” 

Calling attention to diversification as 
a great factor of strength in life insur- 
ance investments, Mr. Pink said that 
“it is my belief that a small percentage 
of assets may, with safety and with 
profit to everyone, be invested in low 
rental housing located in the central dis- 
tricts of our cities.” He mentioned that 
the Metropolitan Life’s $7,500,000 Long 
Island City project, built in 1922 during 
a housing shortage to rent at $9 a room, 
has already been amortized to the ex- 
tent of some $2,000,000 out of earnings 
and there has been an average net in- 
come of about 4 percent. 


Roscoe Heads Occidental’s 


Field Training Division 


The Occidental Life of California has 
established a department of field train- 
ing with Lester S. Roscoe as director. 
Mr. Roscoe has been agency assistant 
in charge of field phases of policyholder 
service work and will continue that ac- 
tivity, also supervising the new field 
training course for agents. 

Mr. Roscoe is a native of Chicago 
and educated at Michigan University. 
For five years he was with Oldsmobile, 
first in advertising and later in sales. In 
1923 he joined the Equitable Life of 
Iowa and was with that company 14 
years as personal producer, supervisor, 
unit manager, assistant general agent 
and home office field supervisor. 

He joined Occidental Life in 1937 as 
assistant manager of the B. J. Dickson 
agency in Los Angeles. He went to the 
home office in March, 1938 as agency 
assistant. He has been a C.L.U. since 
1931. 











loans, $4,139,058; capital and surplus $9,- 
253,569. 





“Why I Bought Life Insurance,” by 
C. T. Davies, 8 copies $1. Order from 
National Underwriter. 
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SURVEY BY THE EQUITABLE 

The Equitable Society made a survey 
conducted from the home office. It took 
3,768 incoming applications and it was 
found that 1,020 or 27 percent already 
owned Equitable policies. The head of- 
fice was desirous of arriving at a fairly 
definite conclusion with respect to appli- 
cations being written concurrently. The 
analysis also showed that in the bracket 
where larger amounts were applied for 
the percentage of those who had previ- 
ously taken insurance in the Equitable 
was considerably higher. A summary of 
the survey follows: 


Amount Pet. with 
Applied for Equitable 
$ 1,000 to GOs cae a cca noe ems 22 

5,000 to oC eer ree ia 45 
10,000 to 14,999............-26- 42 
15,000 to 24,999..............-. 42 
95,000 and OVEP........- eee eeees 52 
Average for all amounts........ 27 





STATE MUTUAL’S NEW AGENCY 


With the appointment of Mitchell 
May, Jr., and H. D. Josephson, as gen- 
eral agents in New York City, the State 
Mutual Life has established its fourth 
general agency there. The agency will 
be known as the Mitchell May, Jr., 
Agency. 

Mr. May, on his graduation from 
Dartmouth in 1923, entered the life in- 
surance field as an agent of the Equit- 
able Society, and in his first year sub- 
mitted applications for more than 
$5,000,000. 

His early connection with a general 
insurance firm preceded his organization 
in 1926 of the present firm of Mitchell 
May, Jr., Company, which numbers 
among its clients many of the best 
known individuals and _ corporations. 
Though the directing head of a large 
general organization, Mr. May has never 
sold less than $1,000,000 of insurance in 
any year. 

Mr. May’s father, Mitchell May, Sr., 
was justice of the supreme court of New 
York and a member of the bench for 25 
years. 

Mr. Josephson, who created the life 
department of the agency in 1937 and 
has since headed it, has been in life in- 
surance for a number of years, begin- 
ning with his association with the 
Northwestern Mutual agency of Rudolph 
Recht. Mr. Josephson later became ed- 
ucational director of the agency. 

A graduate of the College of the City 
of New York in 1926, Mr. Josephson’s 
business connection outside the life in- 
surance business was real estate, in 
which he started on his graduation. As 
an undergraduate, Mr. Josephson’s 
pitching on the baseball team attracted 
the scouts of a number of major league 
teams, and he was offered contracts by 
the New York Giants and the Phila- 
delphia Athletics. A knee injury finally 
impelled him to give up the idea of pro- 
fessional baseball, and he subsequently 
went into business in New York City. 





ee 


N. ¥. ASSOCIATION COURSES 


The New York City Life Under- 
writers Association will in March con- 
duct a course to prepare prospective 
agents for the written examinations 
which are now necessary to obtain 
licenses for new men. It is planned to 
hold courses in preparation for subse- 
quent examinations as well. 

Another project announced by Ben 
Alk, Penn Mutual, association president, 
IS a series of lectures designed to aid 
non-life insurance men, principally law- 
yers, in better understanding the life 
insurance problems with which they 
come in contact. The course will include 
optional settlements, claims, business 
insurance agreements, and other phases 
of interest to lawyers. No charge is 
made either for life insurance men or 
lawyers. This course will be conducted 
late in March or early in April. ' 

, The faculty for the agents’ examina- 
tion courses includes Osborne Bethea, 
general agent Penn Mutual; J. E. Bragg, 
manager Guardian Life of New York; 
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Manuel Camps, Jr., general agent John 
Hancock Mutual; N. B. Cohen, Home 
of N. Y.; P. A. Collins, manager Metro- 
politan Life; Hal Crawford, production 
manager Patterson agency Massachu- 
setts Mutual; Hubert Davis, supervisor, 
Union Central Life; C. P. Dawson, gen- 
eral agent New England Mutual; H. R. 
Dowell, New England Mutual; Ray 
Ellis, general agent Home of N. Y.; 
R. G. Engelsman, general agent Penn 
Mutual; C. E. Haas, branch manager 
Union Central Life; A. J. Johannsen, 
general agent Northwestern Mutual, 
Brooklyn; William Julius, supervisor, 
Provident Mutual; Karl Kellerman, New 
York Life; Wheeler King, supervisor 
New England Mutual; Harry Krueger, 
supervisor Northwestern Mutual; Adam 
Oberheim, Mutual of New York; G. A. 
Sharpe, supervisor Mutual Benefit Life; 
L. G. Simon, associate general agent 
Equitable Society; Ben Salinger, gen- 
eral agent Mutual Benefit Life; Carl 
Smith, supervisor Connecticut Mutual; 
J. F. Speer, Equitable Society, and H. H. 
Wilson, general agent Equitable So- 
ciety. 





SUPERVISORS TO HEAR DOWD 

W. G. Dowd of the Retail Credit 
Company will address the New York 
City Life Supervisors Association lunch- 
eon Feb. 13 at the Hotel Martinique. He 
will discuss current problems, partic- 
larly in connection with foreign born ap- 
plicants. 





W. H. KEE AGENCY MUSTER 


The W. H. Kee agency of the Mutual 
Life in Brooklyn held a meeting to in- 
augurate the celebration of the com- 
pany’s 97th anniversary. A contest was 
announced under which it will be pos- 
sible for every agent and every agent’s 
wife to win a prize during February. Mr. 
Kee gave his agents a tried and success- 
ful telephone approach. 

Si Bonner, agency organizer in 
charge of activities on Long Island, said 
that 70 percent of life insurance sales 
come through or from old policyholders 
and friends and that hence prestige is 
most important in selling. B.A. Haas, 
supervising assistant, spoke on the Mu- 
tual Life’s history and advised the agents 
to cash in on the company’s advertise- 
ments and literature. Sidney Selig, an 
agency field club member, stressed the 
opportunities for sales among women. 

J. E. Kunken, district manager, Hemp- 
stead, who within a few weeks will com- 
plete his 250th App-A-Week Club mem- 
bership, said that in selling prospects 50 
years of age or older the agent can show 
by the use of his rate book that the pre- 
mium based on the insured’s present age 
is not any higher in actual dollars and 
cents than had he purchased the same 
contract 20 years ago. H. O. Finch, su- 
pervising assistant, described the advan- 
tages of using salary deduction plans to 
build volume. 





T. W. FOLEY’S ADDRESSES 


T. W. Foley, general agent State Mu- 
tual Life, New York City, addressed 
meetings at the S. P. Davis agency of 
the Phoenix Mutual Life and the A. V. 
Youngman agency of the Mutual Benefit 
Life on “Yes, I Sell My Friends.” Mr. 
Foley described his methods in “Field 
Service, the State Mutual’s house organ. 

In his talks, Mr. Foley exhibited his 
own life insurance, which includes paid 
up policies, a picture album showing his 
children who are beneficiaries under the 
policies, a life insurance questionnaire 
book and a life insurance program book 
which contains testimonial letters. 








Secures Economy Ideas 


CHATTANOOGA, TENN. — A 
“fugitive dollar’ contest held by the 
Provident Life & Accident produced 
many economy suggestions which will 
be adopted. 

The contest was staged on a G-man 


basis with cartoons of typical “fugitives” 
being placed throughout the home office 
building. Economy ideas, labeled “war- 
rants,” were deposited in real money 
bags throughout the various department. 
Miss Winifred House, group depart- 
ment, won first prize of $25, More than 
200 waste elimination plans will be 
adopted by the Provident as a result 
of the contest. 





Yetka Not “Obstructing” TNEC 


ST. PAUL — As a result of his re- 
cent criticism of the methods being 
pursued by the TNEC, Commissioner 
Yetka of Minnesota has been showered 
with letters from all parts of the coun- 
try, some approving his stand, others 
censuring him. 

“T have been charged with obstruct- 
ing the federal government in its inves- 
tigation,” said Commissioner Yetka. “It 
is ridiculous and impossible to see any 
such motive in mw attitude. I am not 
trying to prevent any governmental 


body from doing what it is proper for 
it to do. The methods pursued are the 
cause of my criticism. The federal in- 
vestigators should keep in touch with 
the existing state supervising agencies 
and acquaint them with any new devel- 
opments. As there is no federal super- 
vising body to correct any abuses that 
might be found, the state departments 
should be furnished the data revealed. 
So far we have not got it.” 





Institute Committee to Meet 


President John L. Briggs, Southland 
Life, has called a meeting of thé ‘execu- 
tive committee of the Institute of Home 
Office Life Underwriters in Nashville 
Feb. 10. The meeting will be preceded 
by a luncheon given by the Life & Cas- 
ualty, with L. Groover, industrial 
underwriter, as host... The executive 
committee at this meeting will decide 
place and date of the annual convention 
of the institute and consider applications 
for membership. 





and disability. 


carry on! 


E. P. Greenwood 
President 





Prepare for Action! 


A war-like phrase, but Life Insurance 
has always been militantly arrayed 


against the financial invasions of death 


Great Southerners, strengthened by 
their Company’s thirty years of notable 
service, and equipped with every form 
of Participating and Non-Participating 
Protection, welcome the New Year and 
confidently accept the challenge to 


May 1940 be your year too. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office 
Houston, Texas 
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T'NEC Probe’s Tempo Accelerating 


Wir G-MEN probing alleged “intimida- 
tion of government witnesses,” Chairman 
O’Mauoney of the TNEC accusing some 
companies of falsifying the TNEC’s aims 
and methods, and SEC Commissioner 
Leon HENDERSON lunching with Presi- 
dent RoosEvELT to talk over the forth- 
coming detailed investment analysis, it 
looks as if the government’s “objective 
study” is inexorably dragging the life 
insurance business into politics, a field 
which it has long preferred to avoid. 

Senator O’MAHONEY’s quarrel is with 
Col. C. B. Rogpsins, manager and general 
counsel AMERICAN LIFE CONVENTION, who 
he said charged the TNEC with having 
discussed “federal supervision of all life 
insurance together with the taking over 
by the government of industrial insurance 
and merging it with the social security 
system.” O’MAHONEY says the quoted 
statement is untrue. 

Not to get into the question of the tech- 
nical accuracy of the entire quotation, there 
is ample evidence that the first part of 
it—that the TNEC has discussed federal 
supervision of all life insurance—is true 
beyond question. A few weeks ago news- 
papers carried stories that the TNEC had 
informally discussed ways in which life 
insurance might be brought under federal 
supervision. While the stories didn’t 
quote O’MAHONEY, it seemed obvious that 
no one else on the committee would have 
the temerity to let such information leak 
out. Also it looked like typical “trial 
balloon” technique: If the public reaction 
were favorable, the TNEC would have a 
better idea cf where it stood and how far 
it might be able to go. If there were 
adverse blasts—well, nobody on the TNEC 
had been quoted and maybe it was just 
a newspaper yarn. 

Confirming the suspicion that the stories 
on discussion of federal control came 
direct from O’MAHONEY was the Senator’s 
subsequent failure to deny or modify the 
press accounts. The nearest he has come 
is his recent denial of the double-barreled 
statement he attributes to Colonel Rossins, 
a denial which careful readers will note 
applies only to dual aim of supervision and 
taking over industrial. If O’MAaunoney has 
denied that federal supervision by itself 
has been discussed the papers have failed 
to report it. 

Since O’MaAnoney has thus tacitly ad- 
mitted that the committee is out to get 
federal control, his indignation about sug- 
gestions that one of the principal purposes 
of the study is to enable the federal gov- 
ernment to get domination of insurance 
company reserves becomes interesting but 
unimportant. If a mariner were deter- 


mined to open a port-hole dangerously 
close to the waterline, it would make little 
difference whether his aim were to sink 
the ship or merely to get a better view 
of the ocean. His objective might be 
entirely innocent but that wouldn’t stave 
off disaster. Forces greater than he would 
soon take the situation out of his hands. 

Senator O’MAHONEY may currently be 
innocent of wanting to see the Social Se- 
curity Board take over industrial insurance 
or the federal government dictate the flow 
of life company investments. But if he 
succeeds in his undenied aim of promoting 
federal supervision of life insurance the 
power-hungry radical element in the ad- 
ministration would not be long in using 
the way thus opened to promote such inno- 
vations as nationalization of a section of 
the business and dictation of life company 
investments, including siphoning life insur- 
ance funds into pump-priming projects or 
whatever else might be the panacea of the 
moment for curing our economic ills. 
O’MAHONEY might regret all this as much 
as the companies and their policyholders 
would but by that time he could do little 
to stem the flood. 

Commissioner HENDERSON’s — lunching 
with President RoosrEveLt adroitly spot- 
lighted an angle which might otherwise 
have gone unnoticed by the press—the 
objections which some companies are said 
to have to the tabulation of the replies to 
the SEC investment questionnaire. While 
HENDERSON was not quoted directly, the 
New York “Times” story of his luncheon 
with the President refers to the “objec- 
tions of insurance company executives who 
are said to believe its contents damaging 
to the industry.” If HENDERSON put forth 
that idea—and it is unlikely that any cor- 
respondent polled the 26 companies the 
report covers—he has given another exam- 
ple of the irresponsible use of official power 
that makes life insurance men distrust 
federal supervision. The impression was 
clearly given that insurance companies 
have skeletons in their closets which they 
want to keep on hiding and that they 
resent the government’s efforts to blazon 
forth the truth. 

If the companies object to the report’s 
publication—and the press accounts are the 
only basis for believing they do object— 
the public can be sure that the objections 
are entirely legitimate. The report is not 
yet released but one feature is said to be 
that it ranks the companies according to 
their performance in various respects. It 
is not difficult to see how an unscrupulous 
agent could use this material in compe- 
tition in a way not justified by the facts 
and despite anything his own company 


might do to prevent it. 

Furthermore, the report and the ques- 
tionnaires on which it is based were drawn 
up under the direction of ErNest Howe, 
the SEC insurance study’s investment ex- 
pert. With all due respect to Mr. Howe’s 
keenness, his rich background of financial 
experience is devoid of life insurance work. 
He isn’t like the cub reporter who wrote 
that “a striking feature of the XYZ Com- 
pany’s financial statement is that the assets 
are exactly equal to the liabilities.” But 
if Mr. Howe is trying to judge life com- 
pany operations by Wall Street standards 
there is certainly reasonable ground for 
quarrelling with some of the inferences 
that might result. Even fire companies are 
so unlike life companies that the same 
standards cannot be applied. 

The most lurid development — sicking 
the Justice Department’s criminal-hound- 
ing FBI on the MEeEtRopoLITAN LiIFE—is 
probably the least important of the recent 
happenings though it constitutes a useful 
warning of what would probably happen 
under federal supervision to any company 
which might fail to yield itself up entirely 
te the whims of the Washington bureau- 
crats. The SEC has for some time given 
pretty clear evidence that it is out to “get” 
the Metropolitan. However, by serving as 
a whipping boy the METROPOLITAN has 
served to arouse the entire life insurance 
business, demonstrating that all the SEC’s 
smooth talk about cooperation holds good 
only as long as company executives don’t 
attempt to go counter to the commission’s 
aims. 

The injustice of this particular bit of 
persecution is so flagrant as to arouse the 
suspicion that the SEC is getting desper- 
ate. Up to that point the commission had 
been reasonably careful, however it might 
distort its case against life insurance, to 
make its presentation plausible enough to 
seem convincing to a person unfamiliar 
with the insurance business. But even a 
layman must be puzzled to know what else 
the METROPOLITAN could do except dis- 
charge the 13 agents who confessed under 
oath that they had “forged” policyholders 
names in elections for directors—and it is 
for discharging these agents that the SEC 
asked the FBI to learn if there were any 
evidence of “intimidation of government 
witnesses.” 

Again the SEC is guilty of blowing hot 
or cold as best suits its purpose: if the 
“forging” of ballots was just one of those 
boys-will-be-boys things, then the SEC, by 
putting the 13 agents on the stand last 
February, stands convicted of presenting a 
distorted picture to the TNEC, of wasting 
the committee’s time and of attempting to 
smear the METROPOLITAN by methods ethic- 
ally on a plane with those of the OGPU 
or the Gestapo. 

If, on the other hand, the SEC feels that 
the “forgeries,” despite their impotence to 
affect the outcome of an election, were 
really evils of the first magnitude, then it 


should be praising the METROPOLITAN for 
having got rid of the evil-doers instead of 
calling in the G-men to try to pin some- 
thing on the company for doing the only 
thing it reasonably could do. In the light 
of the SEC’s insurance tactics to date is 
it unreasonable to assume that if the Mer- 
ROPOLITAN had failed to get rid of the 13 
confessed “forgers” that the SEC would 
have criticized the company for condoning 
their offense and holding that these infrac- 
tions were not to be taken seriously. 

And just why was it necessary to get 
the G-men in, even assuming that the SEC 
felt it had something to investigate? Was 
it because the SEC was short of able in- 
vestigators? Or was it because use of the 
FBI, associated in the public mind with 
man-hunts for desperate criminals, would 
help along the “smear METROPOLITAN” cam- 
paign and insure big headlines where 
investigators from a less glamorous branch 
of the federal service might rate a couple 
of paragraphs on the financial page—if they 
unearthed something. For it must be re- 
membered that the headlines were based 
merely on the FBI’s having been called in. 
There was nothing to indicate that they 
discovered anything. 

And what could the SEC have reason- 
ably expected to get from calling in the 
FBI—except headlines? There was no 
mystery about the 13 agents having been 
fired. The MeErropoLitan freely admitted 
it and there would have been no trouble 
finding it out anyway. Newspaper ac- 
counts indicated that the FBI men were 
trying to learn whether the company had 
used the news that the 13 had been dis- 
charged as a warning to others who might 
be called before the TNEC that they had 
better watch their step. Yet what reason 
could the SEC have for any sincere belief 
that the METROPOLITAN would do anything 
so foolish, dangerous and useless ? 

The company had nothing to gain from 
such a move. The scheduled procession of 
other “forgers” had been called off and the 
TNEC had taken cognizance of the pres- 
ence in the hearing room of 100 agents 
representing 1,800 fellow-agents who were 
ready to swear they had never forged bal- 
lots and never heard of the practice. The 
matter was understood to be closed. 

Entirely aside from the illegality of 
trying to frighten agents who might pos- 
sibly be called later, there was no practical 
need of it. The SEC has tried to hang a 
lot of things on the METROPOLITAN but until 
it called in the G-men it had never implied 
that the company was guilty of gratuitous 
foolishness. Perhaps the SEC felt that the 
METROPOLITAN had suddenly lost its senses. 
Or does it seem more likely that the SEC 
Was quite aware that it would find no con- 
vincing proof of any illegal activity but 
that calling in the FBI would, first, scare 
the METROPOLITAN out of standing quite so 
firmly on its rights and, second, make good 
headlines when the FBI angle came to 
light ? 
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PERSONAL SIDE OF THE BUSINESS 





Two insurance families of Manchester, 
N. H., are to be united by marriage. 
President James D. Smart of New 
Hampshire Fire announced the engage- 
ment of his daughter, Charlotte E. 
Smart, to John W. Coyne, Jr. Mr. 
Coyne is the son of J. W. Coyne, gen- 
eral agent of Penn Mutual Life for New 
Hampshire. Mr. Coyne, Jr., is a gradu- 
ate of New Hampshire University, and 
is now in the Penn Mutual agency in 
Manchester. 

Jay R. Benton, president Boston Mu- 
tual Life, has been made a member of 
the citizens administration committee to 
manage the South End Boys Club in 
Boston. 

Frank M. See, St. Louis general agent 
New England Mutual Life, spoke on 
“Sales Strategy” before the young men’s 
division of the St. Louis Chamber of 
Commerce. 

Leo J. Burns, Buffalo manager Union 
Central Life, has been elected a director 
of the Greater Buffalo Advertising Club 
for a three-year term. 

A unique page advertisement appeared 
in the Houston “Press” featuring Percy 
Arthur, famous football player at Rice 
Institute and later its coach. The adver- 
tisement gives a sketch of his career. 
There is a cut showing him as he is to- 
day and as he was playing football. Fred 
Stancliff is Houston manager of the Vol- 
unteer State Life with which Percy Ar- 
thur is now associating. Mr. Stancliff was 
an athlete at Rice in track. The advertise- 
ment is signed by a large number of men 
who knew the two in college and appre- 
ciate their fine ability. It is in tribute 
to both the manager and new agent. 

Miss Hilma Hokenson, formerly dep- 
uty insurance commissioner of New 
Hampshire, and the last seven years with 
the social security board, has been ap- 
pointed manager of the board’s new of- 
fice in Nashua, N. H. 

N. A. Nelson, Jr., secretary of Old Re- 
public Credit Life of Chicago, and Mrs. 
Nelson became the parents of twins the 
other day. They are James and Marcia. 
There are two older boys in the Nelson 
household. 

Commissioner Emery of Michigan is 
honor guest this week of the Past Com- 
manders ‘Club of the Jackson (Mich.) 
American Legion. He is a past national 
commander of the Legion. 

Chester W. Klingman, San Antonio, 
Tex., manager Equitable Society, was 
honored on his 30th birthday with a 
luncheon by his agency. He was pre- 
sented a silver steer head as chief cow- 
puncher for San Antonio in the cam- 
paign honoring President T. I. Parkin- 
son. 

Starkey Duncan, agency supervisor, 
John Hancock Mutual Life, San An- 
tonio, Tex., spoke to the 20-30 Club on 
“Personal Financial Control.” 


Morris Brownlee, Houston, Tex., gen- 
eral agent State Mutual Life and vice- 
president of the Houston Association 
of Life Underwriters, was presented the 
U. S. Junior Chamber of Commerce 
distinguished service key at the annual 
banquet of the Houston chamber. 

The engagement of Miss Susan Cham- 
bliss to James B. Irvine, Jr., Penn Mu- 
tual Life of Chattanooga, has been an- 
nounced. The wedding will be Feb. 14. 


Miss Chambliss is the daughter of John 
A, Chambliss, general counsel Provident 
Life & Accident, and granddaughter of 
A. W. Chambliss, vice-president. 

R. L. Thomas, Fidelity Union Life, 
president Dallas Association of Life 
Underwriters, has been elected vice- 
president of the Dallas National Bank. 

President Cecil Woods of the Volun- 
teer State Life is in Texas on a business 
trip. 

From digging up insurance prospects, 
John L. Champe, vice-president Na- 
tional Assurance, Lincoln, Neb., turned 
to digging up in the soil of Nebraska 
and elsewhere evidences of the earlier 
civilizations long buried. Now he has 
definitely severed all connection with in- 
sura.ice, becoming instructor of anthro- 
pology and archaeology in the Univer- 
sity of Nebraska. 

P. M. Hanzlik, assistant secretary of 
Central Life of Des Moines, has just 
completed 25 years of service and was 
presented a gold wrist watch. 

The Iowa City (Ia.) junior chamber 
of commerce distinguished service award 
for outstanding community service in 
1939 was awarded to W. F. Roberson, 
Bankers Life of Iowa agent. He is the 
retiring president of the chamber and 
is past president Iowa City Life Under- 
writers Association. 

Walter L. Gottschall of Chicago, di- 
rector of agencies Equitable Society’s 
western division, and his family are on 
vacation at Hollywood Beach, Fla. 

T. R. Faircloth, who joined the east- 
ern Ontario branch of the Canada Life 
in 1900, and became manager in 1916, 
has retired after 40 years of service. 

C. Petrus Peterson, general counsel 
Bankers Life of Nebraska, has filed as 
a candidate for the state unicameral leg- 
islature. He served two terms as a mem- 
ber of the house and one term in the 
senate during bicameral days. 


DEATHS 


Lieut.-Col. E. F. Gunther, 75, former 
superintendent of insurance of British 
Columbia, died in a Vancouver hospital. 

Clarke O’Hanlon, 70, Blair, Neb., for- 
merly general counsel and vice-president 
of the old North American National and 
Commonwealth Life of Omaha, now 
merged with other companies, died. 

O. C. Larsen, Los Angeles, former 
manager of the Acacia Mutual Life in 
Los Angeles, Seattle and San Francisco, 
died. He was in the investment business 
in recent years. 

Dr. Arthur C. Stokes, 70, died at his 
home in Omaha. For more than 30 
years he was medical director of the 
Guarantee Mutual Life, retiring only a 
few weeks ago because of repeated heart 
attacks. Dr. Stokes was formerly presi- 
dent of the board of regents of the Uni- 
versity of Nebraska. 

Robert L. Browder, 57, manager of 
the southern division of Empire Life & 
Accident, died in the Methodist Hos- 
pital, Indianapolis. He had been with 
the Empire Life & Accident 31 years. 
He was a native of Springfield, Tenn. 

W. E. Bomar, 55, American Mutual 
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Life agent, died at his home in Beau- 
mont, Tex., of a heart attack. 

B. W. Andrews, 44, for 19 years 
cashier of the Oklahoma agency for the 
Equitable Society, died at his home in 
Oklahoma City. 

Mrs. Elizabeth Parke, 33, secretary in 
the Detroit branch of the Great-West 
Life under Manager Arthur P. Johnson, 
died after a brief illness. 

Eddie Klein, 51, special! agent State 
Mutual Life, died in St. Louis. He was 
the star quarterback and co-captain of 
the Missouri University football squad 
of 1909, the only undefeated team in the 
history of the school. 





Bashore Agency Superintendent 


Glen T. Bashore has been appointed 
superintendent of agents of Benjamin 
Franklin Life of Santa Barbara, Cal. He 
graduated from the University of Michi- 
gan in 1935 in the actuarial course and 
was connected with Occidental Life in 
its actuarial department for a_ time. 
About a year ago he went with Benjamin 
Franklin Life as auditor. 





Ewing Home Office General Agent 


Joseph H. Ewing has been named 
manager of National Fidelity Life’s 
home office agency in Kansas ‘City. 


Cal. Bill for State Group Cover 


SAN FRANCISCO—Senator Kenny 
of Los Angeles has introduced a meas- 
ure in the California legislature calling 
for a system of state operated group life 
insurance with a tax of .5 percent on 





STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gave the following stock quotations for 
life companies as of Jan. 30: 

Par Div.* Bid Asked 
1.40% 33% 





Aetna Life .... 10 35 
Central, Ill. ... 10 wae 9 11 
Cent. States Life 5 eee 1% 2% 
Colum. Natl. L.100 wae 68 72 
Conn. Genl. ... 10 .80 28 30 
Contl. Assurance 10 2.00 40 42 
Federal Life .. 10 aad 4% 5% 
Great Southn. L. 10 1.30 20 23 
Kan. City Life. .10¢ 16.00 350 400 
Life &‘Cas.:... 3 50 1 12% 
Lincoln Natl. .. 10 1.40* 29 31 
No. Amer. Life. 2 oad 2% 3 
N. W. Natl. Life 5 .30 12 14 
Ohio Natl. Life. 10 1.25 27 29 
Old Line Life.. 10 -60 1 


Sun Life, Can..100 
Travelers ..... 100 E 
Union Cent. Life 20 1.20 20 25 
Wis. National... 10 1.00 16 18 








payrolls. Employers who voluntarily es- 
tablish group life and health insurance 
and retirement funds would receive re- 
bate of 90 percent of tax paid. 





Harris Heads Iowa Agents 


David E. Harris of Des Moines, vice- 
president of the lowa Agents Associa- 
tion of the Northwestern Mutual Life, 
was elected president at its annual meet- 
ing in Ottumwa, succeeding Geo. W. 
Rudiger of Washington, Ia. 
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NEWS OF THE COMPANIES 





Blanton Volunteer 
State Agency Head 


A. Howard Blanton, former superin- 
tendent of agencies of Minnesota Mu- 
tual Life, has been 
appointed agency 
vice-president and 
a director of the 
Volunteer State 
Life. 

C. R. Womble 
has been promoted 
from chief account- 
ant ‘to controller; 
Whitlow Wallace 
to actuarial assis- 
tant and W. D. 
Bacon to agency 
secretary. 

Mr. Blanton is a 4, Howard Blanton 
graduate of David- 
son College and has been in the insur- 
ance business 25 years. He started with 
the ordinary department of the Pruden- 
tial as a personal producer, with a 
record of over $250,000 annually for 
five years. 





Our New 


He then went to the home office of 
the Atlantic Life where he was ap- 
pointed superintendent of agencies in 
1918. In 1926 he went with Minnesota 
Mutual as manager of southern agen- 
cies with headquarters at Nashville. 
Just recently he was made superinten- 
dent of agencies at the head office. 

Mr. Womble has been with the Vol- 
unteer since 1937. Mr. Wallace is a 
graduate of Georgia Tech. He joined 
the Volunteer in 1934 in the actuarial 
department. Mr. Bacon has been in 
the agency department since May, 1939. 
He was formerly with Aetna Life and 
John Hancock Mutual Life. 


Vanderbrouk, Gordon Advanced 


Frank S. Vanderbrouk, who has been 
connected with the head office of Mon- 
arch Life since 1938, has been elected 
a director. Mr. Vanderbrouk was at one 
time engaged in claim work with the 
Aetna Life companies in Hartford and 
New York city and then was at the head 
office of Prudential handling legal, 
claims, underwriting and issue problems. 

Gurdon W. Gordon, Jr., has been ap- 
pointed manager of the policyholders 
service department of Monarch Life, a 
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Exceptional General Agency contracts in the states of Illinois, 


Iowa, Indiana, Ohio, Missouri and Kansas 





LIFE ° 


ACCIDENT °* 


HEALTH 





new position. He has been connected 
with the company since 1930 in claims 
and conservation work. He is the elder 
son of the vice-president and general 
counsel of Monarch Life. Policyholders 
service department is the claim bureau. 





Mr. Gordon, Jr., attended Wesleyan 
University. 
Opens Research Department 


The Massachusetts Mutual has estab- 
lished a research department at the home 
office as a part of the administrative 
division of the agency department. The 
department, supervised by James H. 
Denman, agency assistant, will function 
as a clearing house of information per- 
taining to the analysis and development 
of agency operations. Mr. Denman 
served as research instructor of econom- 
ics at the University of Vermont. In 
1927, he joined Massachusetts Mutual, 
and after serving in the calculation and 
other departments, was promoted to the 
agency department in 1934, becoming 
agency assistant in 1938. 


Tate with Kentucky Central 

W. P. Tate, Louisville, has been ap- 
pointed manager of the ordinary life de- 
partment of the Kentucky Central Life 
& Accident, E. H. Speckman, president, 
announced at a two-day convention at 
Anchorage, Ky. 

About 300 managers and agents from 
Kentucky, Ohio, West Virginia, Indiana 
and Pennsylvania attended. A meeting 
of field managers was held Saturday. 

Mr. Tate has resigned as president of 
the Independence of Louisville, which 
he had headed since 1934. He is suc- 
ceeded by Emanuel Levi, who was for- 
merly publisher of the Chicago “Herald- 
Examiner.” 


age Medical Directors 


J. Dewees and Dr. Herbert 

Old (tees been elected medical directors 

of the Provident Mutual. Both have 

been connected with the medical depart- 
ment for a number of years. 

Dr. Dewees is a native of Iowa 

and is a graduate of the University of 








Phoenix Mutual Agency 
Assistant Is Advanced 








RAYMOND J. DOLWICK 


The advancement of R. J. Dolwick 
from agency assistant to supervisor of 
agencies of the Phoenix Mutual Life is 
announced. He joined the company in 
1933 as a salesman in the Cleveland 
agency. An outstanding sales record 
and a marked ability along sales man- 
agement lines led to his appointment to 
the field supervisory staff in 1935, in 
which position he gained valuable ex- 
perience in many of the largest agencies. 
In .1937 he was transferred to the home 
office as a supervisor in the sales train- 
ing division, and early last year was 
advanced to agency assistant. 


New Financial Secretary 
of New England Mutual 








SAMUEL S. HALL, JR. 


BOSTON—Samuel S. Hall, Jr., has 
been appointed to the newly-created po- 
sition of financial secretary of the New 
England Mutual Life. Mr. Hall has 
been senior investment officer of the 
Carnegie Corporation, Teachers Insur- 
ance & Annuity, Carnegie Institute of 
Washington, and the Carnegie Endow- 
ment Fund. 

Mr. Hall is the son of the late Samuel 
S. Hall, former associate actuary Mutual 
Life of New York. 











Iowa. He received his M.D. degree at 
the University of Pennsylvania in 1918. 
He is president of the board of health 
of Haverford township. 

Dr. Old was born in Norfolk, Va. He 
received his M.D. degree from the Uni- 
versity of Virginia and served as major 
in the United States medical service dur- 
ing the war. 


United L. & A. Plans New Home 


CONCORD, N. H. — The United 
Life & Accident has plans prepared for 
a new home office building to be built 
just outside the business section in 1941. 
Owing to other plans for its present site 
the company will move into the Concord 
Electric Company building until its new 
home is ready. 


Promote New Chicago Company 

Bankers & Farmers Life is the title 
of a stock life company that is being 
organized in Chicago. The proposed 
capital is $100,000. 


Provident L. & A. Pays $4,000,000 


CHATTANOOGA, TENN. — Claim 
department figures of the Provident Life 
& Accident for 1939 show that 88,679 
claimants were paid over $4,000,000, 
bringing total payments since organiza- 
tion to more than $48,960,000. 


Lincoln National Par Pays Extra 


Lincoln National Life has declared the 
regular annual dividend of $1.20 to be 
paid in equal quarterly instalments and 
an extra dividend of 20 cents payable 
Feb. 1 to stockholders of record Jan. 26. 


McClary Assistant Secretary 


_ J. S. McClary has been made assistant 
secretary of Business Men’s Assurance 
and Miss Daisy Baker has been ap- 
pointed librarian. 


Birdsall on Equitable, Ia., Board 


Carl A. Birdsall, vice-president of the 
Continental Illinois National Bank & 
Trust Company of Chicago, has been 
suongg a trustee of Equitable Life of 
owa 





Crown Life Promotions 


The Crown Life of Canada has ap- 
pointed Peter MacDonald acting secre- 
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tary, J. D. Jamieson, manager mortgage 
department; W. D. Stewart, assistant 
treasurer; and A. F. Williams, agency 
supervisor. 


Two New Union Central Directors 


R. H. Jamison and W. H. Fry have 
been elected directors of Union Central 
Life, filling a vacancy and increasing the 
board by one member. 


Givhan Named Medical Director 


Dr. Edgar G. Givhan has been ap- 
pointed medical director of Protective 
Life. J. D. Heacock has been the medi- 
cal director. 

Dr. Givhan was born at Montevallo, 
Ala. He graduated from the University 
of Alabama in 1924 and Jefferson Medi- 
cal College in 1928. He was clinical in- 
terne at Jefferson Medical College hos- 
pital from 1928 to 1930. During 1935-37 
he did post-graduate work at Harvard 
and Vienna. In his private practice he 
specializes in internal medicine. 

Dr. Givhan has been an attending phy- 
sician at St. Vincent’s Hospital, Hillman 
Hospital and the Anti-tuberculosis Clinic 
in Birmingham; and is associate clinical 
professor of medicine of the University 
of Alabama Medical School. 





The Equitable Life of Iowa enter- 
tained at its annual party on its 73 
anniversary. The board of trustees were 
guests of honor at the dinner, attended 
by more than 350 home office employes. 

Boston Mutual Life has elected Leo 
H. Leary, presiding justice of the South 
Boston municipal court, as a director. 








Subscribe to War Loan 


TORONTO — Canadian companies 
have subscribed to Canada’s first war 
loan in the following amounts: Canada 
Life, $4,000,000; Confederation Life, $1,- 
000,000; National Life, $200,000; North 
American Life, $1,000,000; Manufactur- 
ers Life, $1,100,000, and Northern Life, 
$250,000. 


LIFE SALES MEETINGS 





American Reserve 
Offers New Aids 


OMAHA—General agents of Ameri- 
can Reserve Life of Omaha assembled 
at the home office for a sales clinic and 
preview showing of the American Re- 
serve sales portfolio. 

President R. F. Low opened the meet- 
ing with a statement of tthe selling 
points to be discussed and an outline of 
the plans for 1940. The meeting was 
conducted on a round-table basis, with 
Mr. Low and Matthew Thompson, 
agency supervisor, acting as discussion 
leaders. 

Paul H. Graham, Omaha, head of the 
company’s first million dollar agency, 
and Harry M. Ryan, Albert Lea, Minn., 
were presented with gold rings in honor 
of their becoming president and vice- 
president, respectively, of the ARL 
Eagle Club. 

General Agents James R. Crawford, 
Beaver Creek, Minn. and Clarence 
Smith, Kennett, Mo., each with more 
than six years membership in_ the 
weekly production club, were especially 
honored. 

Harold R. Hutchinson, vice-president, 
and Walter Lehmkuhl, assistant secre- 
tary, made short talks and Mr. Low con- 
cluded the meeting with an announce- 
ment of the American Reserve anniver- 
sary month campaign, to be conducted 
in February. 

At a banquet, the agents thanked the 
company for its cooperation. Later in 
the evening the group attended the ice- 
hockey game. 





Southland Life Holds Meetings 


DALLAS—The Southland Life’s sales 
plans for the year were discussed by B. 
A. Donnally, executive vice-president, 
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and other officials, at the annual manag- 
ers’ meeting here. 

District meetings for agents were held 
in connection with the Texas Associa- 
tion of Life Underwriters’ sales con- 
gresses in Houston, San Antonio and 
Dallas. 


Guardian Life Men 
Hold Conference 


A general conference for the managers 
of all its agencies was held by the 
Guardian Life in New York City. Under 
the direction of Agency Vice-president 
F. F. Weidenborner a four-day program 
was presented, covering prospecting, 
training, recruiting, management, and 
supervision. The closing session was 
given to a review of the annual state- 
ment for 1939. 

At the opening session the general 
theme of training of agents was taken 
up by Mr. Weidenborner and Assistant 
Superintendent of Agencies Mendes, 
with particular emphasis being given the 
problem of proper prospecting pro- 
cedure. 

On the first afternoon, new material 
designed to enlarge considerably the 
scope of the company’s sales plan, the 
Graph-Estate, was presented and use 
of the various new pieces was demon- 
strated. 

Next day the managers were divided 
into three groups alternating in attend- 
ance at three round-table discussions 
conducted by officials of the home office 
in charge of various phases of company 
operation. One discussion group was 
led by Vice-president and Actuary J. C. 
Barnsley and Secretary James Scott; 
another group on discussion of under- 
writing questions was led by Assistant 
Actuary J. L. Cameron, Medical Di- 
rector M. B. Bender, Underwriting 
Secretary Edward Ruge, and Assistant 
Underwriting Secretary C. K. Evans; 
while the third group, in which questions 
pertaining to settlement option agree- 
ments and legal and claim questions 
came up for discussion, was headed by 
General Counsel Curtis Robertson, As- 
sistant Secretary D. J. Reidy, Assistant 
Counsel P. H. Topping, and George 
Thrift, manager of the policy title sec- 
tion. 

The company’s ‘advertising plans for 
1940 were presented by Agency Secre- 
tary J. C. Slattery and the subject of 
recruiting was discussed by Agency 
Vice-president Weidenborner. 

The new material presented for use 
in connection with the Graph-Estate 
method of presenting life insurance con- 
sisted of five individual presentations of 
parts of a complete life insurance pro- 
gram, each presentation being uniform 
in procedure with the general program 
method embodied in the original Graph- 
Estate plan. 


Spokane Wins President's Cup 


SPOKANE, WASH. — A district 
agency conference was held here by the 
Oregon Mutual Life. W. C. Schuppel, 
executive vice-president, reported that 
the Spokane agency sold 103 percent of 
its quota to win the president’s cup in 
competition with agencies in California, 
Washington, Oregon and Idaho. 


Cochran Agency Wins Award 
SPOKANE, WASH. — The Spokane 
agency of the Mutual Life of New York 
held its annual meeting with Manager 
Percy L. Cochran presiding. The Spo- 
kane agency won the 1939 agency 
achievement award in competition with 
77 agencies. J. Roger Hull, assistant 
superintendent of agencies, spoke. 


Agents Gather in St. Paul 


ST. PAUL — Seventy-five agents of 
Minnesota Mutual Life in Minnesota 
and adjoining states held a. two-day 
agency conference here. .This enabled 





The WALRU 





Since it began to advertise nationally 
in 1934, Bankerslife’s ad headlines have 
become “stopper” lines in Tide Magazine 
more often than those of any other life 
advertiser .. . “Your Son! .. . Heir to 
What?", caption of Bankerslife’s ad in 
the November 25th Post and December 
23rd Collier's, was the sixth to win 
“Stopper” acclaim from Tide, widely 
read advertising magazine . . . Other 
Bankerslife captions to rate the Stoppers 
column were these five: 


What the Widow 
Told the Wife. 


How Do YOU Rate 
As a Father? 


Kind to His Wife. . . 
Cruel to His Widow. 


Could Your Wife Afford 
To Be a Widow? 


If You Care for Your Wife... 
Care for Your Widow. 


—BLC— 


On the Bankerslifeman’s “Best seller” 
list is a little black book which really 
helps him sell . . . When he offers this 
handy little volume to his prospects, via 
cards mailed from the Home Office, he 
gets an average return of better than 
17.5 per cent on his mailings . . . Deliver- 
ing the book, a morocco-covered pocket 
diary with the prospect's name in gold, a 
favorable interview is a set-up, since the 
inquiry card returned by the prospect 
promises an explanation by the salesman 
of Bankerslife’s Double Duty Dollars. 


—BLC— 


Like fathers, like sons: Foy Meyer, 
Gillespie, Illinois, and Bernard Mahafia, 
Rockwell City, lowa, are sons of two of 
Bankerslife’s ablest veterans, George 
Meyer and Walt Mahaffa . . . Junior 
members of two of Bankerslife's fifteen 
father-and-son combinations, Foy and 
Bernard have just completed their first 
six months of Bankerslife-ing . . . Foy has 
paid for $75,000, Bernard $90,000. . . 


-BLC— 


Out on a limb goes Dale E. Miller, 
crack Bankerslifeman of Lorain, Ohio, to 
predict there'll be a great travel boom in 
“40... Here’s Dale’s reasoning: “Every- 
one who has seen Bankerslife’s 1940 
Rainbow Calendar, with its six scenes 
from the Golden West, all in natura, 
colors, wants to go see the territory rep- 
resented in the beautiful pictures. If just 
a fraction of the people who say they're 
going West for that purpose do go, our 
best prospects in 1940 will be those who 
will gain most from the inevitable travel 


boom.” 
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them to participate in the sales congress 
of the Minnesota Association of Life 
Underwriters. H. J. Cummings, vice- 
president in charge of agencies, con- 
ducted the conference. 


Sun Life Officials Conduct 
Two Managers Meetings 


A two-day managerial conference 
was held by the Sun Life of Canada 
at San Francisco, with W. F. Penny, 
agency director, and Seth C. H. Taylor, 
western United States division super- 
visor, in charge. Those attending in- 
cluded Managers Guy Gay, Seattle; R. 





A. Jennings, Portland; H. S. Standish, 
Los Angeles; J. G. Storrs, Sacramento; 
J. F. LeLaurin, San Diego; V. T. Mots- 
chenbacher, San Francisco, and John 
Bennett, assistant agency manager at 
San Francisco. 

A similar conference was held by the 
two officials at Omaha. At the close of 
the San Francisco meetings, Mr. Penny 
left for the east en route to the home 
office, and Mr. Taylor will spend sev- 
eral days in southern California, re- 
turning to the northern section of the 
state for an extended visit. 





F. G. Bray, Houston, New England 
Mutual Life general agent for Texas, 
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INSURANCE IN FORCE (including Retirement Annuities) 


INCREASED DURING 1939 BY . . 


$6,384,331 


THE COMPANY’S TOTAL BUSINESS IN 


FORCE NOW STANDS AT .... = = 


$185,202,200 


PAYMENTS TO POLICYHOLDERS AND 


BENEFICIARIES. . . 


$2,976,981 


Over $43,500,000 has been paid to policyholders and bene- 
ficiaries of the Company since organization in 1889. 74% of the 
amount paid in 1939 was paid to living policyholders. 


ASSETS NOW TOTAL . 


An increase for the year of $3,006,566 


. $43,875,330 


THE COMPANY’S TOTAL INCOME FOR 


THE YEAR WAS. . 


$8,045,123 


COMPLETE SECURITY FOR POLICYHOLDERS 


Policy and Annuity Reserves—an amount which with future premiums and 
interest, ay all payments under the Company’s contracts—was increased 


in 1939 


y $2,332,128, and now stands at $36,084,952. 


The Dominion Life provides for Liabilities to policyholders on a much higher 


basis than the government standard. 


In addition, securities are carried in the 


Annual Report at a value considerably less than their market value. 


A complete copy of the Annual Report for the year 1939 will be mailed 
to you on request. 


THE DOMINION LIFE ASSURANCE COMPANY 


Founded 1889 


DETROIT 
. W. SIMPSON, Manager 
2722-26 Union Guardian Building 





LANSING 
ROY G. NOWLIN, Manager 
801 Olds Tower Bldg. 








held an agency meeting in Houston. 
Plans for the year were discussed. 
Wilson Williams, with New England 
Mutual in New Orleans for 30 years, 
spoke on “How To Do It.” 





New Guarantee Mutual Activity 

A two-week general agents’ confer- 
ence, which was attended by 18 men 
from 10 states, was brought to a close 
at the home office of Guarantee Mutual 
Life. 

The conference was inaugurated as a 
new activity by A. B. Olson, agency 
vice-president. Persistency of business 
and the selection, training and financing 
of new agents were among the subjects 
used in panel discussions. 

The conference program was arranged 
to operate in three round table panels, 
with six men assigned to each panel, 
and the various subjects discussed were 
also opened to the entire group, as well 
as to home office officials and depart- 
ment managers. 

Another group of 18 general agents 
has been invited to attend the second 
two-week conference, which will begin 
Feb. 5. 





Alliance Life Regional Rallies 


Alliance Life of Peoria has been hold- 
ing regional meetings, instead of con- 
ducting an annual general agents confer- 
ence at one place. The first regional 
meeting was at Cedar Rapids, Ia. There 
is another at Battle Creek Friday and a 
third at Peoria, Feb. 9. 





Regional Scheduled for June 1 


The Massachusetts Mutual Life will 
hold a regional convention at Lawsonia, 
Green Lake, Wis., June 10-11. 








Fifty-Year People Honored 


In celebration of its 50th anniversary, 
the Indianapolis chamber of commerce 
had as its guests at a dinner representa- 
tives of 235 concerns which have been in 
business in that city 50 years or more. 
A number of insurance companies and 
local agencies were in the list, including 
American United Life and Rough Notes 
Company, insurance publishers. 





Campbell Goes to Spokane 


Lawrence Campbell, for eight years 
general agent of the Union Life of Little 
Rock at Russellville, Ark., has gone to 
Spokane, Wash., to become general 
agent of the Great Northwest Life. 





Hilliard Campbell has been appointed 
district manager at Kirkland Lake, Ont., 
by the Canada Life. 
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Cincinnati Leaders Were 
Featured at a Banquet 


CINCINNATI—Leaders in lives and 
volume of each agency were guests of 
honor at a banquet sponsored by the As- 
sociated Life General Agents & Man- 
agers, which has become an annual cus- 
tom in Cincinnati. R. C. O’Connor, Re- 
liance Life, president of the managers’ as- 
sociation, presided, with Mayor J. G. 
Stewart of Cincinnati as toastmaster, 
The mayor presented a suitably inscribed 
plaque to each leader. W. H. Danforth, 
St. Louis, director New York Life, 
was the speaker. 

Among those at the speakers’ table 
were W. H. Cox, president, and Jerome 
Clark, vice-president, Union Central 
Life; J. H. Evans, vice-president Ohio 
National; C. V. Anderson, Provident 
Mutual, and John L. Shuff, Union Cen- 
tral, past presidents of the National As- 
sociation of Life Underwriters, and Ray- 
mond Rhoads, assistant to the superin- 
tendent, J. R. Crabbe, deputy superin- 
tendent, and W. A. Robinson, actuary 
Ohio department. 








Mooradian Elected in Winnipeg 


J. H. Mooradian, Metropolitan Life, 
was elected president of the Winnipeg, 
Can., Life Managers Association, suc- 
ceeding W. B. Banfield. P. V. Bond, 
Great-West Life, was named vice-presi- 
dent and R. G. Cameron, Western Em- 
pire Life, secretary-treasurer. Executive 
committeemen are: F. B. McEown, 
Confederation Life; E. F. Elsey, Impe- 
rial Life; W. H. Stevens, London Life; 
E. G. Cass, Excelsior Life; W. G. Neely, 
Monarch Life, and W. I. Fleming. 


Morford Is Lansing President 


J. L. Morford, Lincoln National Life, 
was elected president of the Lansing 
(Mich.) Life Managers Association at 
its annual meeting. He — succeeds 
H. C. Brogan, Ohio National Life, 
Other new officers are: Vice-president, 
E. A. Johnson, Penn Mutual Life; sec- 
retary-treasurer, Fred M. Wilson, Great 
West Life; directors, A. H. Ogilvie, 
Kansas City Life; J. P. Leatherman, 
Continental Assurance; Lester Peters, 
Metropolitan Life, and Mr. Brogan. 








Fete Cooney on 60th Anniversary 


ATLANTA—Robert L. Cooney, At- 
lanta inspector of agencies New York 
Life, observed his 60th anniversary with 
the company at a testimonial dinner 
given by the Atlanta Life Managers 
Club. Mr. Cooney was presented a 
scroll. President C. J. Zimmerman of 
the National Association of Life Un- 
derwriters was a guest. 

Mr. Cooney is in charge of the south- 
east territory for the New York Life. 








President's Trophy Won by 
Daughtry & Daughtry 


The “president’s trophy” of the Gen- 
eral American Life was awarded to the 
Daughtry & Daughtry general agency, 
Roswell, N. M., operated by J. R. 
Daughtry and his son, R. E. Daughtry. 
The agency showed the best percentage 
of increase in paid-for premiums in the 
last quarter of 1939. It also was the 
leader in paid accident premiums in De- 
cember. Gordon Tyler, Tulsa, was sec- 
ond and C. V. Cochran, Kansas City, 
third. Leaders in paid-for life premi- 
ums were J. F. Halley, St. Louis; L. C. 
Evans, Nashville, and A. A. Wolman, 
Columbus, O. 

The 1941 production clubs convention 
will be held at Banff. 





James J. Harrison, Arkansas general 
agent Union Central Life, spoke on a 
Thrift Week program of the Little Rock 
Business & Professional Women’s Club 
on “Thrift and Democracy.” 
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LIFE AGENCY CHANGES — 





Equitable Revamps 
Some Territory 


Eight counties in northern Illinois, 
formerly under direction of C. R. Golly, 
Peoria, agency manager Equitable So- 
ciety, have been detached and assigned 
to Herbert E. Kerber, agency manager, 
who has just been given part of north- 
ern Illinois territory and soon will es- 
tablish agency headquarters outside of 
Chicago. Mr. Kerber has been agency 
manager in Chicago since 1927. His 
new jurisdiction will be known as the 
Northern Illinois Agency. 

H. C. Graves, district manager asso- 
ciated with Manager Golly since 1928, 
has been transferred from Rockford to 
Bloomington to continue developing 
that district. 

The eight counties consolidated with 
Mr. Kerber’s agency are: Joe Daviess, 
Stephenson, Winnebago, Boone, Car- 
roll, Ogle, Lee and De Kalb. 


Kerber Has 25 Years’ Service 


Before becoming agency manager at 
Chicago, Mr. Kerber was assistant 
agency manager in the old Kel- 
logg agency which later was taken 
over by W. L.. Gotschall, now 
director of agencies western divi- 
sion, with headquarters in Chicago. Mr. 
Kerber has been connected with the 
Equitable Society for 25 years, his an- 
niversary being April 15. He was host 
at a luncheon in Rockford Thursday, at 
which he welcomed the agents of his 
territory. 

A number of assistant agency man- 
agers, district managers and field assist- 
ants have been appointed. H. H. Patti- 
son becomes district manager at Phoe- 
nix, Ariz. T. R. Kimball, G. G. Clark 
and C. F. McDermott have been ap- 
pointed assistant agency managers in the 
Kellogg Van Winkle agency, Los An- 


eles. 

ua L. Miller becomes district man- 
ager of the Poole agency at Aberdeen, 
S. D. J. E. Conklin was promoted to 
field assistant recently at Hutchinson, 
Kan. J. G. Wiggins becomes assistant 
agency manager in the Homer Jamison 
agency, Oklahoma City, taking the Rob- 
lin unit, which includes Canadian and 
Oklahoma counties. 


Thompson Is Portland, Me., 
Manager of Travelers 


Joseph Thompson, head of the life de- 
partment of Boit, Dalton & Church in 
Boston, has been appointed manager of 
the Travelers branch office in Portland, 
Me., to succeed Pearce J. Francis.’ Mr. 
Thompson is a native of Maine and 
started with the Travelers in that state 








Named Associate General 
Agent at Newark 





Harry Greene of the Newark, N. J. 
agency of Continental American Life 
has been appointed 
associate general 
agent. George J. 
Ainbinder is gen- 
eral agent. Mr. 
Greene went with 
Continental Ameri- 
can in 1933 and has 
qualified for every 
production club 
since. He is a mem- 
ber and past presi- 
dent of the Leaders 
Club and a member 
of the upper corps 
of the Minute Men 
Club. At the annual 
agents convention he was awarded Rate 
Book number 19 in recognition of his 
holding that position among the agents 


for production in November and De- 
cember, 





Harry Greene 


in 1932. He was field assistant in Port- 
land, then assistant manager in Boston 
and went with Boit, Dalton & Church in 
1938. Last year he led the Travelers 
field men with a personal life production 
of over $1,250,000. 


Northwestern National Has 
New Chattanooga Agency 


Northwestern National Life of Min- 
neapolis extended its agency activities 
into more new territory with the ap- 
pointment of J. W. Bishop as general 
agent at Chattanooga. The new agency, 
to be known as the Chattanooga agency, 

















J. W. BISHOP, SR. 


will have headquarters at 1224-25 Vol- 
unteer building. Its territory will in- 
clude several surrounding counties in 
central and east Tennessee. 

Mr. Bishop will have associated with 
him as agency supervisor his son, 
Walter Bishop, Jr.. who has been in 
life insurance with his father for 3% 
years. 


Long With Volunteer State 


Mr. Bishop, Sr., is one of the pioneer 
life insurance men of Chattanooga, and 
“Put Your Life in Bishop’s Hands” has 
long been a well-known slogan in and 
around Chattanooga. Practically all his 
career has been spent as general agent 
and agency manager for the Volunteer 
State Life there. His agency for many 
years produced more new business than 
any other agency in the city. 

Mr. Bishop is a past president of both 
the Chattanooga and Tennessee Life 
Underwriters Associations, a former 
treasurer of the National Association of 
Life Underwriters, a member of its ex- 
ecutive committee for 25 years, and has 
been chairman of the life insurance sec- 
tion for Rotary International. 


Robert E. Watts Appointed 
Agency Head in Kansas City 


Robert E. Watts, assistant general 
agent under his father, John L. Watts, 
in Chicago, has been appointed general 
agent of the Pacific Mutual Life at 
Kansas City, Mo. 

Mr. Watts is well qualified for his 
new position, having served in various 
capacities during the 10 years he has 
been with the company. He started as 
agent in San Antonio, Tex., in 1930, 
becoming claim representative, super- 
visor and cashier, and then assistant 
general agent. He was six years at 
San Antonio, and the last four have 
been with his father’s agency in Chi- 
cago. 

He is well known and very popular 
with the Chicago insurance fraternity, 
being active in the life underwriters, 
life supervisors, and local accident and 
health organizations. Mr. Watts was 











Excerpts from Statement 1939 


Natijunalye 
Insurance Company 


MADISON, WISCONSIN 
Fo ern $2,294,400 


($149,482 more than 1938) 


Paid to policyholders and their beneficiaries... . . 853,253 
($75,869 more than 1938) 
Other Payments to Policyholders.............. 109,665 
(Total of income settlements and dividends 
surrendered, $22,161 more than 1938) 
Home Office Expense for 1939................ 155,539 


($744 less than 1938) 
Total Expenditures for 1939.................. 


Admitted Assets less non-admitted assets of 

RN 4 ROSSI. eae ee ee 12,138,716 
Legal Reserve on Outstanding Policies.......... 10,722,739 
Dividends left with Company................. 643,397 
Claims Unpaid and Accrued bills total......... 36,250 


(Notice of death under policies totaling 
$30,194 for which proofs have not been re- 
ceived and $2,264 for bills not received 
by December 30.) 
Miscellaneous Items of Liability Total........... 

(Includes estimated taxes for 1940 of $24,000, 
premiums and interest paid before due date 
$68,109, $20,000 for payment by Trustee of 
former stockholders under mutualization 


1,505,485 


plan, etc.) 
Surplus to policyholders amounts to.......... 616,470 
Total Liabilities balance Assets................ 12,138,716 
Total Insurance in Force............... ...... 51,288,382 


PIO 528i a 20k ke oo whe oan heus 1,057,533 











THERE'S A REASON! 


For a Gain of More Than 40% in Business 
During First Eleven Months of 1939 


Our Family Unit Policy 
is in a class by itself! 


Complete line of usual form policies plus many unique 
and practical forms of our own. 


Both participating and non-participating. 

Both standard and substandard. 

Compare our net cost. 

There are many reasons why salesmen are coming with 


Shenandoah! Lf 


For full details write: 


SHENANDOAH LIFE 


INSURANCE CO., INC. 
ROANOKE VIRGINIA 


CHAS. E. WARD, Vice-President 
WORLEY HARR, Vice-President 
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strong, enduring life in- 
surance company which 
for 72 years has adhered 
to principles of justice 
and friendliness. Well 
directed and soundly 
managed, the protection 
the Equitable of Iowa 
provides to policyhold- 
ers and their families is 


Outstanding by Any Standard 
of Comparison 


EQUITABLE 
LIFE 0/1OWA 


HOME OFFICE + DES MOINES 








General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of l/ling is 


ALFRED MacARTHUR, PRESIDEN? 


911 


WEST WACKER ORIVE, CHICAGO 





graduated from the University of 
Texas. 

He was tendered a farewell luncheon 
by the Chicago agency and was pre- 
sented a testimonial scroll by his asso- 
ciates. A drive for new business in his 
honor the preceding two weeks netted 
54 applications for more than $190,000 
of written business. Mr. Watts will 
have his offices in the Insurance Ex- 
change building, Kansas City. 





D. O. Cramer Assistant Manager 

Don O. Cramer, formerly agency as- 
sistant in the Walter S. Payne ordinary 
agency of Prudential in St. Louis, has 
been promoted to assistant manager in 
charge of the brokerage department. He 
takes the place of G. S. Baker, who has 
been made manager of the Kansas City 
ordinary agency. E. J. Murphy and EIl- 
don H. Halev have been named as 
agency assistants in charge of recruiting 
and training of full time agents. 


Take National Life in Flint 


McKinnon & Mooney, general insur- 
ance agents, Flint, Mich., have been ap- 
pointed general agents of the National 
Life of Vermont for five counties sur- 
rounding Flint. L. A. McKinnon and 
W. J. Mooney, the partners, have writ- 
ten business for the National Life 
through the state agency of G. A. Robin- 
son in Detroit. Associated with the 
agency in the building of a sales organi- 
zation will be D. T. Keay, formerly with 
the Equitable Society. 








C. H. Barr with American Reserve 


American Reserve Life has appointed 
Clarence H. Barr as general agent at 
Maryville, Mo., with offices in the Mutz 
building. He will have charge of the 
upper counties in northwest Missouri 
and the lower counties of southwest 
Iowa. He has been district manager for 
Mutual Life of New York at Fort 
Dodge, Ia., during the past few years. 


Levering with Fidelity Mutual 


T. H. Levering has been appointed 
manager of Fidelity Mutual in Wil- 
liamsport, Pa. He has been with the 
Massachusetts Mutual there 14 years. 
Born and educated in Williamsport, Mr. 
Levering attended Pennsylvania State 
College and later took the insurance 
course under Dr. McCahan of the Uni- 
versity of Pennsylvania. 


Provident L. & A. Changes 


David E. Henderson has been ap- 
pointed as general agent for the Provi- 
dent Life & Accident for Alabama. 

Fairley R. Guin, for several years 
home office supervisor Provident Life & 
Accident, has joined with Frank Hice in 
North Carolina to represent the Provi- 
dent there. 





Brill with Manhattan 


CINCINNATI—W. A. Brill has been 
appointed general agent by the Man- 
hattan Life. Starting in life insurance 
in 1927, most of his experience was 
with the John Hancock Mutual at Cin- 
cinnati, the last four years as super- 
visor. Last March he was named 
assistant manager of the Acacia Mu- 
tual at Cleveland. 


Bennett Assistant Manager 


Marvin Bennett, formerly with the A. 
M. Embry agency of the Equitable So- 
ciety at Kansas City for five years, has 
been named assistant manager of the 
Connecticut General Life there, under 
Loren E. Reitz, manager. 


Lewis Named by Berkshire 

Fred S. Lewis has been named assis- 
tant general agent of the Berkshire Life 
in Rochester, N. Y. Frank H. McChes- 
ney is general agent. 








C. A. Bell was appointed general 
agent by the General American Life at 
Marshall, Mo. 

The Dominion Life has appointed D. 
F. Connell manager of the Toronto King 
street branch. He has been provincial 
manager for Manitoba for five years. 


New General Agent Named 
at Youngstown, O. 





John R. Siekkinen has been appointed 
general agent in Youngstown, O., by 
Continental Ameri- 
can Life. He has 
been in the life in- 
surance business 
for five years in 
charge of the 
Youngstown dis - 
trict for a Cleve- 
land agency, and 
formerly was a 
principal in the 
county school sys- 
tem. He is secre- 
tary of the Youngs- 
town Life Under- 
writers Association 
and active in civic 
affairs there. 

Mr. Siekkinen went to Youngstown 20 
years ago, first being connected with the 
schools and later Y. M. C. A. secretary 
in Youngstown, Elyria and Canton. He 
returned to Youngstown to enter the 
life insurance business five years ago. 

The territory covered by the Youngs- 
town office, which is in 506 Dollar Bank 
building, includes Trumbull, Mahoning 
and Columbiana counties. 





J. R. Siekkinen 





Craig Takes New Post 


_ Thomas Craig has taken his new posi- 

tion as general agent of the Aetna Life 
in Cincinnati, having been at the Boston 
office. He was introduced by Vice- 
president S. T. Whatley at the dinner 
of the Association of Life General 
Agents & Managers. 





P, T. O’Gorman has retired after serv- 
ing for 23 years as manager of the Sud- 
bury, Ont., branch of the Imperial Life 
of Canada. 








INDUSTRIAL 


John Hancock Makes Some 
Changes in Field Statf 


John Hancock Mutual Life made 
changes in its district organization. E. G. 
Hatch retires as manager of Buffalo 1 
and is succeeded by C. C. Bauer, for- 
merly manager at Buffalo 2. Thomas 
Calderone goes from Quincy, Mass., 
where he has been assistant manager, 
to succeed Mr. Bauer as manager at 
Buffalo 2. 

W. L. McNamara retires as manager 
at New London, Conn., and is succeeded 
by G. B. Thompson, Jr., who was as- 
sistant manager there. J. E. Scanlan 
retires as manager of Brooklyn 4 and 
is succeeded by C. C. Adriance, who 
was manager at Brooklyn 6. Achilles 
Wellman: goes from Palisades, N. J., 
where he was manager, to Brooklyn 6 
as manager. He is succeeded at Pali- 
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Retuse Joint Policy 
on Ala. Quadruplets 


Lloyds of London has declined 
to insure the Short quadruplets 
born at Jasper, Ala., on a joint 
policy. 

After the Protective Life of 
Birmingham turned down: a re- 
quest for a $25,000 joint policy, 
Lloyds representatives also de- 
clined to insure the four babies 
jointly. 








sades by Morris Schleyer, assistant 


manager at Brooklyn 3. 


Metropolitan Awards Two 
Trophies for 1939 Work 


Metropolitan Life has awarded its 
two outstanding honors in the form of 
trophies for 1939 business. Manager 
L. P. Lemay, Nashua, N. H., won the 
veterans trophy for the district doing the 
outstanding job of production. . 
Moynahan, manager at Waterbury, 
Conn., was awarded the trophy for best 
condition of office accounts. Mr. Lemay 
has been connected with the company 
19 years. Mr. Moynahan is a veteran 
of 27 years’ service, all in the New Eng- 
land states. He won second place for 
office accounts in 1937. Mr. Moynahan 
is the father of J. D. Moynahan, man- 
ager west suburban district, Chicago. 








Metropolitan Changes in New York 

ROCHESTER, N. Y.—The Genessee 
and Monroe districts of the Metropoli- 
tan Life here have new managers. N. J. 
Lareau, former manager at Syracuse, 
succeeds Frank J. Cunningham as Gen- 
esee manager, the latter becoming man- 
ager in Albany. Eugene Ging, former 
agency supervisor for part of New York 
state and Pennsylvania, will head the 
Monroe office, succeeding Albert Ro- 
barge, who has retired temporarily be- 
cause of illness. 


Industrial Insurers Meet May 15-17 


The annual meeting of the Industrial 
Insurers Conference will be held at 
Jacksonville, Fla., May 15-17, with the 
George Washington Hotel as headquar- 
ters. 








Fete Boston Mutual Veterans 


Those who have been long in the 
service of Boston Mutual Life were 
feted at a luncheon in Boston attended by 
33 district superintendents. The oldest 
group included former President H. O. 
Edgerton, Cashier Rose B. Durrivage 
and Bertha N. Gay, head of the indus- 
trial bookkeeping department, each of 
whom has been with Boston Mutual 38 
years. Edward C. Mansfield on Feb. 1 


completes 25 years as secretary-treas- 


urer. 


Send 50c for Soecial-Security booklet to 
The National Underwriter. 
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ON THE OCCASION OF OUR > 
90th Anniversary 


we announce the addition of 
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This important adjunct to our life insurance contracts will further broaden service 
opportunities for our agents and increase our usefulness to our policy owners. 
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NEWS OF LIFE ASSOCIATIONS 





Hit Federal Control 
at Birmingham 


BIRMINGHAM, ALA.—The Bir- 
mingham Association of Life Underwrit- 
ers annual sales congress was nearly 
turned into an indignation meeting over 
the threat of federal government compe- 
tition and regulation. C. J. Zimmerman, 
president National association, struck 
the keynote when he declared that the 
30,000 life agents are unanimously op- 
posed to federal regulation. ; 

Another onslaught against federal in- 
trusion was sounded by Superintendent 
Julian of Alabama, who defended state 
supervision and described how it had 
grown up since 1850. He declared it op- 
erated for the protection of policyhold- 
ers. He warned agents they had better 
make their feelings known to their legis- 
lators “or else relief rolls will be largely 
increased.” 


Call on Alabama Congressmen 


President Frank P. Samford, Liberty 
National Life, who introduced Superin- 
tendent Julian, said that the institution 
of life insurance and the agency system 
are on trial with the TNEC acting as 
poth judge and jury. He said Alabama 
life insurance executives recently called 
on the Alabama congressional delegation 
in Washington in opposition to the 
Wagner annuity bill. 

Thomas M. Stokes, staff supervisor 
Metropolitan Life, spoke on “Thought 
and Action in Life Underwriting,” 
Charles T. Davies, Wyomissing, Pa., on 
“Why I Bought $1,000,000 Life Insur- 
ance,’ and L. Mortimer Buckley, Provi- 
dent Mutual Life, president Chicago as- 
sociation, on “Groove, Grow, Go, Grin.” 

Mr. Buckley told of the careful way 
he gets up a sales presentation after ob- 
taining information, as to the prospect’s 
history and policies. He reads the pres- 
entation to the prospect to make sure 
the latter understands it and so that he 
may answer any objections. The presen- 
tation presents a need and a method of 
fulfilling it. 


Wright and Carson Plan 
Southern Speaking Tour 


Harry T. Wright, associate agency 
manager Equitable Society, Chicago, 
vice-president National Association of 
Life Underwriters, and E. L. Carson, 
Milwaukee, agency manager of Equi- 
table Society in Wisconsin, will start 
on a National association tour the lat- 
ter part of February in southern terri- 
tory. They will address meetings of 
local associations, among those to” be 
visited being Kansas City, Wichita, Ok- 
lahoma City, Tulsa, Dallas and Mem- 
phis, Tenn. Mr. Wright will talk on 
“Selling Yourself the Idea of Doing 
More Business,” and Mr. Carson on 
“The Right Business.” 


Kansas Meeting Is Planned 
for April 12-13 in Wichita 


WICHITA — Plans for the annual 
meeting and sales congress of the Kan- 
sas Association of Life Underwriters 
here April 12-13 are now being com- 
pleted, according to President Leo R. 
Porter, Lincoln National general agent, 
Wichita. Lee Wandling, district man- 
ager Equitable Society and president 
Wichita General Agents & Managers 
Association, has been named general 
chairman. O. Lynn Smith, Wichita gen- 
eral agent Connecticut Mutual and sec- 
retary of the state association, is in 
charge of the annual gathering of gen- 
eral agents and managers. The gather- 
ing will open with the annual golf tour- 
nament followed by a dinner meeting 
and seminar addressed by C. J. Zimmer- 
man, Chicago, president National asso- 
ciation. 

Mr. Zimmerman will also speak at the 
sales congress the next day. Other 


speakers are: L. Mortimer Buckley, 
president Chicago association; Henry 
Mosler, Los Angeles, chairman Million 
Dollar Round Table, and Paul Speicher, 
Research & Review. Several additional 
speakers are to be announced. The an- 
nual election and business meeting will 
close the gathering which 500 are ex- 
pected to attend. 

Houston, Tex.—An “I. Q.”’ contest fea- 
tured the January meeting. President 
H. V. Jackson was quiz master. Ben 
Duggan won the first prize and T. M. 
Davis second. 

Little Rock, Ark.—Roy R. Harris, man- 
ager Fidelity Mutual Life, and Gordon 
H. Campbell, general agent Aetna Life, 
spoke in the sales training course under 
the direction of Foster A. Vineyard, 
Aetna Life. 

Fitchburg, 
association of 
held its January 
president C. O. 
Mutual Life, spoke on 
40.” 

Georgia — The federal government 
should keep hands off the life insurance 
field, C. J. Zimmerman, president Na- 
tional association, declared at a banquet 
in Atlanta. There already is too much 
centralization of control in Washington. 
State regulation has been and always 
will be the only sound basis on which 
to control this particular field of busi- 
ness, he stated. 

Chattanooga, Tenn.—Tribute was paid 
to Warren E. Baker who has completed 
50 years with the New York Life and 
his 35th year in Chattanooga. Ed Brown 
told something of the contribution that 
Mr. Baker had made to insurance and 
presented him with a desk set on behalf 
of the association. 

Bay City, Mich.—The recently reorgan- 
ized Bay City association elected tem- 
porary officers who have been function- 
ing since the reorganization, headed by 
Frank R. Burdick, president. Ww. L. 
Burchill, Saginaw, vice-president Michi- 


Montachusetts 
Massachusetts 
meeting here. Vice- 
Fischer, Massachusetts 
“Life Begins at 


Mass.-—The 
central 





gan association who was instrumental 
in the reorganization, was the guest 
speaker. 


Davenport, Ia.—Tactics of the Securi- 
ties & Exchange Commission in threat- 
ening to subpoena private correspond- 
ence between officers of the American 
Life Convention and Congressmen were 
scored by Walter A. Rosenfeld, former 
mayor of Rock Island, IIL, and president 
of the chamber of commerce there, in a 
talk. 

Southwest TIowa—lIt was decided to 
hold a membership drive at a meeting in 
Shenandoah. At the next meeting Mrs. 
Margaret M. Lake, New York Life, will 
speak, 

San Francisco—Mrs. Bruce M. Ash- 
ton, Connecticut General Life, spoke at 
the meeting of women members on 
“Building Prestige.” 

Des Moines—E. E. Cooper, 
superintendent of agencies Equitable 
Life of Iowa, discussed life insurance 
fundamentals, saying that “life insur- 
ance is the voice of thrift. It is the only 
voice today which offers thrift and 
teaches mankind how to save for emer- 
gencies and old age.” 

He compared prospect cards with 
blocks of wood on which he said “you 
can carve happiness or sorrow for future 
generations.” 

Jackson, Tenn.—Commissioner McCor- 
mack spoke at last week’s meeting. 


assistant 





vertised for a group of 100 persons. If, 
as indicated, a group insurance plan 
offer was part of the plan, such insur- 
ance would be impossible under Ne- 
braska law, which restricts the coverage 
to persons employed by a common em- 
ployer. The advertisement asked each 
reader to send in a name to make up a 
group of 100 persons who would learn 
something to their advantage. 


Book on Proceeds Out 
“Safeguarding Life Insurance Pro- 
ceeds,” by W. Je Wheeler, attorney, and 
T. L. Todd, claims supervisor, both of 
Northwestern National Life, has been 








Arnold to Address Federation 


O. J. Arnold, president Northwestern 
National Life, will be the principal 
speaker at the annual meeting of the 
Illinois Insurance Federation to be held 
in the Union League Club, Chicago, 
Feb. 20. His subject was not announced. 
Mr. Arnold is a keen student of the 
business and is a noted speaker. It is 
probable that he will discuss national 
trends which are affecting the insurance 
business. 


Prospecting Plan Approved 
LINCOLN, NEB.—A person an- 


swering an advertisement asking for 
names of prospects is not engaged in 
selling insurance, Insurance Director 
Smrha has ruled in passing on com- 
plaints that a Hastings agency had ad- 


published as one of the books in the 
insurance series edited by Prof. R. H. 
Blanchard of Columbia University. Run- 
ning close to 200 pages, it takes up in 
detail such subjects as reasons for safe- 
guarding proceeds, settlement option 
provisions, lump sum payments, coordi- 
nating life insurance, retirement income. 
Appendices contain forms of typical 
insurance setups, also supplemental con- 
tracts and business insurance agree- 
ments. It sells for $2.50 and may be 
obtained through THe Nationat UNDER: 
WRITER, 


Send 50c for Social Seeurity booklet to 
The National Underwriter. 


























Reserve for Trust Funds.... 
Reserve for Coupons and Dividends............ : 
Contingency Reserve for Losses................... 
All Other Liabilities. . 
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33rd ANNUAL STATEMENT 


PEOPLES LIFE INSURANCE 
COMPANY 


Frankfort, Indiana 
For Year Ending December 31, 1939 


ASSETS 

First Mortgage Loans on Real Estate............ $ 5.227.907.00 
Real Estate ‘tetine Home Office Building...... 557,609.00 
Real Estate Sold Under Contract.................. 314.759.00 
Loans on Company Policies...... PETES -976.993.00 
Bonds—Government, Municipal. Public Utility & 

| "7 oa # ae SN RN: Ae 1,115,848.00 
Stocks—Common and Preferred.................... 75,654.00 
IY POR a. acc an cinacccacdackecees 723,473.00 
Interest Due and Accrued........................ 113.520.00 
Net Outstanding Premiums........................ 227.773.00 
poy re ees 3.632.00 

ee Pee TR go os occ x ccedcecccuces $10,337.168.00 

LIABILITIES 

ee $ 8.780. 


8888888 


823eun 
RSRIZBRE 


~ 





I ariel ss cucaestnasa caddandsaudaaa’ $ 9.637.168.00 
CE a oo dada ged dahcdds dees CURE: 300,000.00 
rt No o5 a onc cccen ccc ccccsucsnqaes 400,000.00 

INNES os ts Wa dat 6 0 ck oss sks oa wee consncekeaxnes $10.337.168.00 
pois Me a: OD |. Se $10,337.168.00 
I Oe OS o.oo da os 09 i geeks ede edet .233.887.00 
NEW BUSINESS WRITTEN DURING THE YEAR.... 9,128,610.00 
PAID TO POLICYHOLDERS & BENEFI 

SINCE ORGANIZATION ......................... 11,526.807.00 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


aLABAMA 


CALIFORNIA (Cont.) 


FLORIDA (Cont.) 


ILLINOIS (Cont.) 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Norris, Beggs & Simpson 
Coastwide Service 
PROPERTY MANAGEMENT 
SALES—LEASES 
APPRAISALS 
243 Kearney Street 


SAN FRANCISCO 
PORTLAND, SAN FRANCISCO, SEATTLE 








COASTAL REALTY SERVICE, INC. 
Formerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 








PAUL STEINBRECHER 
AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 
REAL ESTATE 
7 S. Dearborn St. 
CHICAGO, ILL. 





ARIZONA 





Real Estate—Property Management 
Insurance—Complete Rental Service 


FRANK H. FINNICAL 
239 North Central Ave. 
Statewide Service 


PHOENIX, ARIZONA 





COLORADO 








Appraisers 
Property Managers 
Sales 

Loans 


A. D. Wilson & Co. 
1730 Calif., Denver, Colo. 








ARKANSAS 


GEORGIA 














READ -STEVENSON & DICK 


INC. 


Property Management 
Sales—Leasing 
Mortgage Loans 


A. C, Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 





FLORIDA 


ADAIR REALTY AND 
LOAN COMPANY 


LOANS 


Real Estate 
Insurance 


Healey Bldg. 


Renting 
Chain Store Leasing 


Atlanta, Ga. 

















CALIFORNIA 


Property Management 
Mortgages—Sales 
Appraisals 


wa. HAUGHTON =». 


COMPANY 


108 West Bay St. Jacksonville, Florida 





RENTING 
BUYING-SELLING 
LOANS 
INSURANCE 


37 BULL STREET SAVANNAH,GEORGIA 


PROPERTY MANAGEMENT 











SWAN-LORISH 





INCORPORATED | 


Expert Property Management 
Salee—Loans—Appraisals 
Property Surveys 








Chicago 





INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 


Insurance - Mortgage Loans 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 

















Property Management 
SALES—INSURANCE 


Loans—Rentals 
Member Mortgage Bankers Association 


: Security Title Insurance Bldg. 
| LOS ANGELES, CALIF. 


CARL F. BURRELL 








F. D. COURNEEN 

PROPERTY MANAGEMENT 

H All Classes 

;  Industrial—Sales, Rentals, 

} Leasing—Appraisals— Loans 

Covering Metropolitan Oakland Area 
415 Financial Center Bldg. 

Oakland, Calif. 











OW.Cotton 


$20-24 Commonwealth Building 
SAN DIEGO, CALIFORNIA 
Property Management 
LOANS — LEASING 
SALES — APPRAISALS 
GENERAL INSURANCE 
Property Management Equitable Life Assurance Society 


ee -- eee ears. 8+ -sdetwe- 








WILLIAM KH. GOLD CO. 
Security Building, 
Miami, Florida 
® 
MORTGAGE LOANS 


REALTOR 
PROPERTY MANAGEMENT 





ILLINOIS 





Ralph W. Applegate and Co, 


SALES AND LEASES 


PROPERTY MANAGEMENT 
COMPLETE MORTGAGE FINANCING 
GENERAL INSURANCE 


Chicago Real Estate Board 
National Ass’n. of Real Estate Boards 
Chicago Board of Underwriters 


Continental Illinois Bank Bldg. 
CHICAGO 


FRANKLIN 7878 








Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT-HEASLEY 
REALTORS 


ORLANDO, FLORIDA 


HARRINGTON 


INDUSTRIAL - COMMERCIAL 


MANAGEMENT SALES 
APPRAISALS RESEARCH 
— CHICAGO — 








Tampoa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 











HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 
Leasing 


JOHN P. HOOKER, M. I. A. 
Complete Service Metropolitan Area 


Chicago, Ilinois 








Property Management 
Appraisals 


Sales Leases 


KLEIN & KUHN 


Guaranty Bldg. Indianapolis 
George A. Kuhn, M. A. I. 








KENTUCKY 





PROPERTY MANAGEMENT 
Appraisals 
Sales Leases 


GOODMAN ano HAMBLETON 


INC. 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 





LOUISVILLE, KY. 








LOUISIANA 





Real Estate 
LEO FELLMAN & CO. 


Established 1903 


Property Management 
Mortgage Loans 


829 Union St., New Orleans 
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e BANK & TRUST CO. Organization Business Property—Industrials—Factory 


2536 Union Guardian Bldg. 
DETROIT, MICHIGAN 








8th & Locust St. 
ST. LOUIS, MO. 








1715 Euclid Ave. Cleveland, Ohio 


Sites—Leases—Loans 
Complete Property Management Service 























MORTGAGE LOANS 
Real Estate Management 
Appraisals 
We Cover the City 


Union Guardian Bldg. 
DETROIT, MICH. 





H. G. WOODRUFF, INC. 





MINNESOTA 





THORPE BROS., Inc. 


REALTORS 
Member—lInstitute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 








M. R. WATERS & SONS, INC. 
BAKER BLDG. 
Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 
MINNEAPOLIS, MINN. 








DUNN & STRINGER 


INCORPORATED 


Empire Bank Building 
St. Paul, Minnesota 





NEW JERSEY 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 


Management Appraisals 
Member—Institute of Management 





NEW MEXICO 





Statewide Realtor Service 


SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 
209 South Fourth St. 
Albuquerque, New Mexico 











HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 








Raymond T. Cra ragin & Co. 
Raymond T. Cragin, L 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 











THE CUYAHOGA ESTATES CO. 


Mortgage Loans, Property 








REAL ESTATE 
Property Mgm’t. 
Appraisals 
Insurance 

F.H.A. Approved Migee. 


CONSULT 


™ PY. Zinn & Co. 


Dependable since 1906 
whey oy: > renee 


37 North Third ‘St. a Ohio 





OKLAHOMA 





UNITED SERVICE AND RESEARCH 


INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 


Appraisals Real Estate 
Loans Management 
lo 


RANCH OFFIC 
etropolitan Bank Bidg. 8! __ Bide. 
Minneapolis, Minn. Memphis, Tenn. 
Buh! Bids. 
Detrelt, Mish, 








DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 
Beacon Bldg., Tulsa, Okla. 





GEORGE W. WORKS 
REALTOR 
Specializing in 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 








Property Management | 


Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. |. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) . 








Complete 
REAL ESTATE SERVICE 


Zs ~ 
GEO BEGGS - 





Property Management 
Loans—Sales—A ppraisals 
111% WEST 7TH ST. 
FORT WORTH 





OREGON 





Norris, Beggs & Simpson 


Coastwide Service 


Property Management 
Sales—Leases 
Appraisals 
2nd Hoor Wilcox Bldg. 


PORTLAND, OREGON 
PORTLAND, SAN FRANCISCO, SEATTLE 





PENNSYLVANIA 





PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc 











HAROLD W. KELLER 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 








UTAH 
PROPERTY MANAGEMENT, 
RENTALS, LEASES, 
APPRAISALS, SALES 








cNeil S. Stringer Management, Appraisals 1424 Walnut Street, Philadelphia, P. 
Ma 8 Senor, Pr ny aztay Suge Padadetehi =| | FIRST SECURITY TRUST CO. 
Mortgage Loans g W. MARKE ember — AMERICAN 
endbernage C. A. Mullenix, M.A. INSTITUTE, ‘OF REAL ESTATE (Property Management Dept.) 
Property Management he t oo INSTITUTE OF PROPERTY Salt Lake City, Utah 
Cleveland, Ohio 
MISSOURI TENNESSEE WASHINGTON 
4 Complete Real Estate Service | | Stallar-Carpenter-Stofer, Inc. || MILLARD NAILL’& CO. | | Norris, Beggs & Simpson 
HERBERT V. JONES Complete oa oe Service » pines; Coastwide Service 
AND COMPANY iad ° I hisses £ a PROPERTY MANAGEMENT 
Property Management met nega SALES—LEASES 
PROPERTY, MANAGEMENT Sales — APPRAISALS 
INSURANCE Leasing Record of 37 Successful Years REPUBLIC BLDG. 
LEASES — 1900 Euclid Ave. 113 So. Court Ave. SEATTLE, WASH. 
300 BRYANT BLDG., KANSAS CITY, MO. CLEVELAND MEMPHIS, TENN. PORTLAND, SAN FRANCISCO, SEATTLE 
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@ The property management firms whose 
names are shown on this page have been 
selected after careful investigation. They 
have the recommendation and endorsement 
of The National Underwriter. 


WASHINGTON (Cont.) 


WEST & WHEELER 
REALTORS 
Property Management 
Complete Real Estate Service 
For the past 40 Years 


Entire 2nd Floor, Marion Bldg. 
Seattle, Wash. 

















WISCONSIN 
ELDON B. RUSSELL 


and ASSO 
LOANS 
PROPERTY MANAGEMENT 
APPRAISALS 
RENTALS 
Experienced Insurance Activities 





Tenney Bldg. 
MADISON, WIS. 

















investment — eet 
to Be Made Public Soon 


(CONTINUED FROM PAGE 12) 

is a matter for individual companies, es- 
pecially those specifically mentioned in 
testimony produced before TNEC pre- 
viously. It is also unlikely that the Life 
Presidents Association will take any 
part, although both organizations will 
have observers at the hearings. 





WALDORF-ASTORIA LOBBY STORY 

The New York “Herald-Tribune,” the 
other day carried this story: 

“The reports yesterday that a group 
of insurance companies have opened a 
lobby and propaganda headquarters in 
the Waldorf-Astoria were vigorously de- 
nied by officials of the Metropolitan Life 
Insurance Company, under whose au- 
spices a suite of rooms were alleged to 
have been rented. Leroy Lincoln, presi- 
dent of Metropolitan Life, when ques- 
tioned, said that the reports were en- 
tirely erroneous and that there is no 
mystery surrounding the insurance off- 
cials’ activities. He said that three or 
four rooms were rented under the names 
of James L. Madden, vice-president Met- 
ropolitan Life, but denied they were used 
for propaganda or lobbying purposes. 
Declaring that the rooms are no longer 
being rented by Mr. Madden or other 
life insurance company officials, Mr. Lin- 
coln said that the real purpose in taking 
them was to give a group of insurance 
company representatives an opportunity 
to study and analyze errors which ap- 
peared in the testimony presented by the 
Securities & Exchange Commission. 
Following this, he said, an attempt will 
be made to submit the corrections to the 
proper authorities in Washington so that 
the record will contain a true picture of 
the life insurance business. 

“Mr. Lincoln said the meeting plan or- 
iginated here during a gathering of the 
Life Presidents Association in Decem- 
ber. He said that a group of insurance 
men were discussing the SEC hearings 
in Washington, and general dissatisfac- 
tion was voiced as to the manner in 
which the hearings were being con- 
ducted. It was felt that the hearings 
were entirely one-sided and that the in- 
surance men were not given an opportu- 
nity to present their side of the case. 
Accordingly, the group asked Mr. Mad- 


den to arrange a meeting so that the er- 
rors in the testimony could be analyzed, 
he said. 

“Mr. Madden then decided that the 
hotel was generally used as a meeting 
place for insurance conventions so he ar- 
ranged to rent several rooms during the 
early part of this month. The purpose, 
Mr. Lincoln added, has been accom- 
plished and the rooms have been given 
up. 

“Concerning the charge that the meet- 
ing was surrounded with mystery, Mr. 
Lincoln recalled that a few newspaper 
representatives had heard the proposal 
for such a gathering discussed last De- 
cember in the lobby of the Waldorf-As- 
toria. He also referred to an article 
which appeared on Dec. 22, 1939, in THE 
NATIONAL UNDERWRITER, an insurance 
publication. The article, in part, said: 

““Tt will not be surprising to see a 
movement initiated by prominent com- 
pany officials to endeavor to get a hear- 
ing, so that they can present their side 
of the life insurance in its true nature, 
without any effort to embellish it. 

“*Also in the hotel lobbies at the Pres- 
idents meeting there was talk of a peti- 
tion being sent to those in authority in 
Washington, requesting, in a friendly 
way, that since the prosecution has had 


its airing those placed on the defensive 
should have an opportunity, in a calm, 
unimpassioned way, to present their 


x99 


cause. 


Hundred Million Celebration 
Held by Ohio State Agents 


(CONTINUED FROM PAGE 10) 


best agent is the one who has the fullest 
realization of the social usefulness of life 
insurance. 

He said one effect of the government’s 
action in setting up minimum provisions 
for old age pensions for workers would 
be to call general attention to the neces- 
sity of making personal provision of this 
character and should largely stimulate 
the purchase of policies. 








Chairman Sarver Reminisces 


John M. Sarver, former president and 
now chairman of the board, gave a very 
interesting review of the organization 
and development of the company. Tele- 
grams of congratulations and good 
wishes were received from Roger B. 
Hull, managing director, and C. J. Zim- 
merman, president National Association 
of Life Underwriters. 


“Most Valuable Agent” of 
the Lincoln National Life 


y. G: Hopkins of Hampton, Va., has 
been named “Most Valuable Agent” of 
the Lincoln National Life. The award 
is made annually to the field man whose 
record is outstanding not only from the 
standpoint of total volume, but also on 
the basis of such quality factors as per- 
sistency of business and average size of 
policies. Mr. Hopkins’ award marks an 
appropriate climax to one of the out- 
standing service records among field 
men of the company. 


One day in 1926, while a student at 
Yale, Mr. Hopkins had a long talk with 
the director of the university’s placement 
bureau, and it was as a result of that 
talk that he entered life insurance sales 
work with the Lincoln National Life. 
Following a two months’ training course, 
he began active field work in the fall 
of 1926. Since that time, he has quali- 
fied for each of the various honor clubs. 
This year, his tenth as a member of the 
Minute-Men Club, he won the presi- 
dency of that organization and became 
a-charter member of the new President 
Club. His name will be engraved in the 
wall of the home office lobby. 




















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page have been selected after careful 
investigation. They have the recommendation and endorsement of The National Underwriter. 




















CALIFORNIA 


COLORADO 


OREGON 





Title Insurance—Escrows—Trusts 


Title Guarantee & Trust Co. 
Incorporated October 28, 1895 
Title Guarantee Building 
Hill at Fifth Street 
Los Angeles, California 








Specify 
TITLE PROTECTION 
From the 


LARGEST, MOST COMPLETE 


TITLE COMPANY IN THE WEST 
(Capital and surplus over $16,000,000.00) 


TITLE INSURANCE 
and TRUST COMPANY 


483 South Spring Street, Los Angeles 
Other Offices: Santa Barbara, San Luis Obispo, 
Ventura, San Diego, Visalia, Bakersfield, Riverside. 











San Diego’s oldest and largest 
title insurance company 


Union Title Insurance 
and ‘Trast Company 


in sahaniuite 


avirmrm P RESTORE NT 
strength 
ee 


Complete title, escrow and 
trust services. 


SECOND AVENUE 
AT BROADWAY 






SAN DIEGO CALIFORNIA 








CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 


San Francisco, Cal. 





THE TITLE GUARANTY COMPANY 


Established 1911 
M. Elflett Houston, Pres. — J. Tate Dunean, Seey. 
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LEGAL RESERVE FRATERNALS 





Section Programs in 
N. F. C. Rally Given 


Programs for several of the sessions 
at the mid-winter meeting of the Na- 
tional Fraternal Congress to be held in 
the Morrison Hotel, Chicago, Feb. 21-22, 
were announced this week. The Fra- 
ternal Field Managers Association, 
which is a separate organization and not 
a section of the N. F. C., but is closely 
allied, will hold an all day session at the 
hotel Feb. 20, with F. B. Mallett, Pro- 
tected Home Circle, Sharon, Pa., the 
president, in the chair. The meeting was 
advanced as usual to permit society 
heads to attend without conflict with 
convention sessions. 

Fred A. Johnson, Royal League, Chi- 
cago, is vice-president and W. E.Wright, 
A. O. U. W. of North Dakota, Fargo, is 
secretary-treasurer. While there is a 
formal speaking program, it is planned 
to develop much discussion of the sub- 
jects taken up in the addresses. 

The Fraternal Actuarial Association, 
also a separate but allied organization, 
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Founded 1892 
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Bina West Miller 


Frances D. Partridge 
Supreme President 


Supreme Secretary 





Port Huron, Michigan 








and the N. F. C. medical section, will 
hold a combined meeting Feb. 21. Dr. 
W. G. McLaughry, Protected Home 
Circle, is president of the medical sec- 
tion; Dr. Herbert B. Kennedy, Wood- 
men of the World, first vice-president; 
Dr. M. M. Wickware, Gleaner Life, sec- 
ond vice-president, and Dr. Tracy H. 
Clark, Chicago, secretary-treasurer. J. D. 
Reeder, Aid Association for Lutherans, 
Appleton, Wis., is chairman of the com- 
mittee on papers. 

The actuaries’ officers are: President, 
Earl H. Nicholson, Joseph Froggatt & 
Co., New York City; secretary-treasurer, 
Eugene H. Pakes, actuary Woodmen 
‘Circle, Omaha. 

The programs for these sessions are: 


Programs of Three Sections 
Feb. 20— Field Managers’ Session, 
10 a. m 


F. B. Mallett, president, presiding. 

Address, Miss Frances Partridge, pres- 
ident National Fraternal Congress and 
secretary Woman’s Benefit, Port Huron, 
Mich. 

Address, Alex O. Benz, vice-president 
National Fraternal Congress and presi- 
dent Aid Association for Lutherans. 

Paper, “Relation of the Social Security 
Amendments of 1939 to Life Insurance,” 
R. Gordon Pope, manager statistical de- 


partment Equitable Reserve, Neenah, 
Wis. 
Discussion led by R. M. Norrington, 


field superintendent Gleaner Life, De- 
troit. 

Address, “Opportunities for Sales 
Forces,’ C. D. DeBarry, president C. D. 


DeBarry & Co., Chicago. 
Afternoon Meeting 


Paper, “Sales Campaigns,’ G. M. 
Hughes, field director New England Or- 
der of Mutual Protection, Boston. 

Paper, “Persistency,” Frank J. Gadient, 
actuary Modern Woodmen, Rock Island, 
Ill. 

Discussion. 

Paper, “The present and future of the 
fraternal sales training course and fra- 
ternal insurance counsellor degree,” F. P. 
Huston, vice-president Insurance Re- 
search & Review Service, Indianapolis. 

Paper, A. J. Edwards, resident mana- 
ger The National Underwriter, Detroit. 

Demonstration, ‘Visual Sales Presen- 
tation,’ Clark Branion, Associated Sales 
Company, Detroit. 


Closed Session, 8 p. m. 


Election of officers and other business, 
attended by accredited delegates from 
member societies. 

Chairmen of the various committees 
which will report at the meetings are: 
Credentials, Mrs. Mamie E. Long, secre- 
tary Woodmen Circle, Omaha; resolu- 
tions and by-laws, Alex O. Benz, presi- 
dent Aid Association for Lutherans, Ap- 
pleton, Wis.; auditing, R. M. Norrington, 
field superintendent, Gleaner Life, De- 
troit; ethics, Norton J. Williams, presi- 
dent, Equitable Reserve, Neenah, Wis. 

Feb. 21—Combined meeting, Medical 
Section and Fraternal Actuarial Associa- 
tion, 10 a. m. 

“Selective Risk (Non-Medical) Under- 
writing,” D. B. Semans, chief under- 
writer Lincoln National Life. 

“Underwriting from the Viewpoint of 
the Actuary and Field Man,” D. D. Mac- 





PROGRESSIVE 


Throughout the thirty-six years of its existence. the 
Aid Association for Lutherans has earned a reputation 


cateholders. 





men, 


for able, progressive management, 
understanding of the needs and problems of its certifi- 


and sympathetic 
The Association has ever been alert to 


the modern trend of the times, always adjusting itself 
to meet new needs of protection. 
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All_standard forms of legal reserve life insurance for 
women, 


and children of Synodical Conference 


Lutheran churches. 


AID ASSOCIATION for LUTHERANS 


Appleton, Wisconsin 


Alex. O. Benz, Pres. 
Otto C. Rentner, Vice-Pres. 


Albert Voecks, Secy. 
Wm. H. Zuehlke, Treas. 





ken, actuary Woodmen of the World. 
“Underwriting by Amounts,” C. F. 
Barney, chief underwriter American 
United Life. 
“Underwriting by Amounts,” Dr. G. F. 
Williamson, vice-president and medical 
director Equitable Reserve. 


Afternoon Session, 2 p. m. 


“Destruction of Records of a Life In- 
surance Organization,” Frank Gadient, 
actuary Modern Woodmen. 


“Report of committees of Fraternal © 


Actuarial Association.” 





Arkansas Congress 


Elects Officers 


LITTLE ROCK, ARK.—Commis- 
sioner M. J. Harrison was praised for 
his efforts to “blackout” the bootleg in- 
surance business in Arkansas at the an- 
nual convention of Arkansas .Fraternal 
Congress. B. B. Raglin, Little Rock, 
state manager Woodmen of the World, 
offered a motion that was adopted to 
instruct the fraternal counselor, A. J. 
DeMers, to prepare a resolution in sup- 
port of a federal act to make it a viola- 
tion to do mail-order insurance business. 
The proposed law is sponsored by Con- 
gressman Wade Kitchens, Magnolia. 
Commissioner Harrison was a speaker. 

E. A. Gwinner, state manager Mod- 
ern Woodmen, congress president, re- 
ported there are 60,000 fraternalists in 
the state with approximately $45,000,000 
fraternal insurance. 

J. H. Carmichael, Little Rock lawyer, 
was toastinaster at a banquet, the guests 
including Farrar Newberry, Omaha, na- 
tional secretary Woodmen of the World 
who extended greetings from Miss 
Frances D. Partridge, president National 
Fraternal Congress; Mrs. Sallie Under- 
wood, Memphis, Tenn., vice-president 
Tennessee Fraternal Congress; Mrs. 
Lona Skinner, Fort Worth, Tex., na- 
tional treasurer, Degree of Honor; 
Felix Gaudian, New York, past presi- 
dent Catholic Knights of America. 

A memoria! service was held for C. 


WOODMEN oF THE WORLD 
LIFE INSURANCE SOCIETY 


Its investments of more than $129,- 
000,000 are largely in Government, 
State and Municipal Bonds. 


It has paid to beneficiaries over 
$266,000,000, and to living members 
over $51,000,000. 


It values all of its outstanding busi- 
ness on the American Experience 
Table and 3%, and for each $100 
of reserve and current liability it 
has assets on hand of the value of 
$114.92. 
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Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of 
Surgeons. 
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Founded in 1890, the Society is this 
year celebrating its 50th Anniver- 
sary with a great nation-wide cam- 
paign for new members. 
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FIFTY-SEVEN YEARS 


@P ON JANUARY 5, Modern Woodmen of America 
rounded out fifty-seven years of faithful 
life insurance service to members and 
beneficiaries. During this long period 
the Society has disbursed in excess of 
$610,000,000 in death and cash benefits. 
All claims are paid with a promptness 
equaled by few life insurance organiza- 


@p MODERN WOODMEN OF AMERICA has always 
fulfilled its mission of human helpfulness. 
It has disbursed thousands of dollars in 
cash for the relief of distressed members 
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than 11,000 members have been treated 
free of charge at its tuberculosis Sana- 
torium in Colorado. 
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A. Smith, fifth president of the congress. 
Guy Williams, deputy commissioner, 
was a speaker. Officers elected in- 
cluded: President, Mrs. Tressie Gold- 
sticker, Woodmen Circle; first vice- 
president, Mrs. Lillian Mason, Woman’s 
Benefit; second vice-president, G. H. 
Steimel, Catholic Knights; third vice- 
president, R. D. Smith, Maccabees; 
secretary-treasurer, Mrs. Virginia Henry, 
Woodmen Circle; chaplain, Mrs. Vir- 
ginia Burnside, Degree of Honor; na- 
tional delegate, E. A. Gwinner, Modern 
Woodmen; alternate, Miss Barbara 
Ehemann, Catholic Knights; fraternal 
counselor, A. J. DeMers, Security Ben- 
efit; executive committee—F. C. Greer, 
Ben Hur; B. B. Raglin, Woodmen of 
the World; Mrs. Xada Barnsback, Rov- 
al Neighbors; Mr. Lukas, Polish Alli- 
ance; C. E. Beane, Praetorians; Leo 
Byrne, Knights of Columbus. 





North Star Benefit Names 
Several Staff Officials 


Vaughn H. Moore, vice-president and 
agency manager of Reliance Mutual 
Life, Chicago, has resigned and taken 
a new post as home office field repre- 
sentative of North Star Benefit of 
Moline, Ill. He has headquarters in 
Chicago and supervises Illinois, lowa 
and Minnesota business. Donald W. 
Oas has just been appointed manager 
of a new branch office in Chicago, the 


fifth branch established there. The 
North Star, which was formed in 1889, 
has operated in Chicago territory for 34 
years. The Evanston, Ill, branch has 
operated for 20 years and has had only 
one lapse in that time. Mr. Moore has 
had 12 years’ life insurance experience. 

O. R. Christofferson recently was 
elected chief recorder and _ treasurer, 
succeeding the late J. A. Swanson, who 
‘died in August. Mr. Christtofferson has 
been connected with the society for 20 
years, having been local recorder in 
Moline territory. 

North Star Benefit is planning to 
enter Indiana and Michigan before long, 
and possibly other midwestern states. 
F. L. Swanstrom is president. 

I. F. Nelson, Rock Island, IIl., has 
just been appointed supervisor of agents 
for Illinois, Minnesota and Iowa. He 
has been in insurance work since 1930, 
and formerly was a banker in Mercer 
county, IIl. 


N. F. C. Officials Speak at 
Congress in Baltimore 


Mrs. Frances D. Partridge, secretary 
Woman’s Benefit, Port Huron, Mich., 
president National Fraternal Congress, 
and Alex O. Benz, president Aid As- 
sociation for Lutherans, Appleton, Wis., 
vice-president N.F.C., gave the princi- 
pal addresses at the annual convention 
of the Maryland and District of Colum- 
bia fraternal congress held at Baltimore. 
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S. H. Hadley, president Protected 
Home Circle, Sharon, Pa., past N.F.C. 
president and E. W. Thompson, com- 
mander Maccabees, Detroit, also gave 
addresses. 

Mrs. Lola E. Coles, Woman’s Bene- 
fit, was elected president, succeeding 
John J. Cronin of Hagerstown. She 
has been vice-president. Other new of- 
ficers are: Vice-president, H. G. Dres- 
sell, Independent Order of Foresters; 
secretary, C. M. Harrison, Ben Hur 
Life; treasurer, L. L. Littman, Stand- 
ard Life, and directors: C. M. Weber, 
Maccabees; Pauline L. Rohrs, Wood- 
men Circle; A. L. Stauffenberg, Luth- 
eran Brotherhood; J. M. Weber, Polish 


- Roman Catholic Union, and J. A. Flani- 


gan, Knights of Columbus. W. O. 
Hayes, past president of the congress, 
and Mrs. E. Olive Eckert, past presi- 
dent, installed the new officers at a din- 
ner-dance, at which President Cronin 
was toastmaster. Commissioner J. B. 
Gontrum of Maryland was the principal 
speaker at the dinner, Mrs. Partridge 
also giving an address. 

Plans were discussed for entertaining 
the N.F.C. annual convention at Balti- 
more next August. 





Illinois Congress in March 


Plans are being made for the annual 
convention of the Illinois Fraternal 
Congress to be held at Chicago some- 
time in March. The date has not been 
set. T. R. Heaney, secretary Catholic 
Order of Foresters, Chicago, is presi- 
dent. 


C. A. Smith, Arkansas Leader, Dies 
LITTLE ROCK, ARK.—C. A. Smith, 


69, fraternal leader, died at his home 
here. He was first president of the 
Arkansas Fraternal Congress, and was 
organizer and state representative of Ben 
Hur and Security Benefit for 15 years. 








Opens Columbus 
Service Oftice 


Continental Casualty and Continental 
Assurance together with Transportation 
and National Casualty are opening a 
service office in the 40 South Third 
building, Columbus, O., to afford com- 
plete service facilities in all lines written 
by the companies. 

At the head of the new organization 
will be George H. Garner, who has been 
executive representative of the agency 
department of Continental Casualty su- 
pervising Michigan, Indiana and Ken- 
tucky. 

Assisting Mr. Garner will be C. C. 
Laffer, David A. DeLong, Reed Whit- 
ney, and Glenn R. Casebeer. 

Mr. DeLong was formerly with the 
O’Rourke agency, general agents for the 
Continental companies at Fort Wayne, 
Ind. He will act as life insurance rep- 
resentative. 

Mr. Whitney, who will represent the 
commercial accident and health depart- 
ment, has been associated with that de- 
partment since 1938 as special represent- 
ative. 

Mr. Casebeer will represent the 
disability accident and health depart- 
ment. He became associated with Con- 
tinental Casualty at the Chicago branch 
in 1938, and was later transferred to the 
home office. 





Big Tree Club Officers Named 


LOS ANGELES—Officers of the Pa- 
cific Mutual Life’s Big Tree Club for 
1939 are: President, C. P. Hochstadter; 
vice-presidents, R. E. Denman and Hilda 
J. Meade, all of the Gantz agency in 
Cincinnati; Fred L. Hirsch, Dallas, and 
Erick Gebsen, Lake Charles, La. Club 
qualifiers totaled 198 agents and 23 gen- 
eral agents. 

The Gantz _  Cincinnati-Columbus 
agency produced more new business 
than any other agency of the company 
with an increase in new insurance and 
annuities of 126 percent. 


Honor Awards to 


Home Life Leaders 


NEW YORK-—J. A. Fulton, presi- 
dent Home Life of New York, presented 
the president’s trophy to Otis M. Barry 
general agent, Jackson, Miss., in recog- 
nition of his record of agency building 
and management during 1939. The 
trophy is awarded annually to the gen- 
eral agent who does the best all-round 
job during the year. The winner is se- 
lected by home office officials who judge 
on the basis of new paid business, the 
quality of new business, building new 
organization, and direction of field ac- 
tivities. Mr. Barry started with the 
Home Life in 1931 and four years later 
became general agent at Jackson. 

The company awarded four plaques in 
recognition of outstanding achievement 
in agency building and management for 
1939. 

James F. Ramsey, Chicago, won the 
“quality organization” plaque because he 
had the greatest number of active full- 
time representatives who, during 1939, 
produced $150,000 or more in _ paid 
volume. 

The J. C. McNamara agency, New 
York City, won the “new organization” 
plaque, the award being measured not 
only by the number of men added, but 
by their production from the date of 
their contract. 

The “quality business” plaque went to 
the R. M. Simons agency for its per- 
sistency record and the high quality of 
its new business. 

The “consistent producers’ ” plaque was 
awarded to V. W. Holleman, Washing- 
ton, D. C., for the greatest number of 
men producing some new business each 
of twelve months throughout 1939. 

The recipients of the 1939 award re- 
ceived the plaques at regional confer- 
ences of general agents held in Chicago 
and New York. New trophies will be 
put up for competition among general 
agents during 1940. 





Dyer Wins Conservation Award 


CHATTANOOGA—For the second 
consecutive year, W. C. Dyer, home of- 
fice life agency cashier of the Provident 
Life & Accident, has won the Provi- 
dent’s cashier’s conservation contest 
cup. 
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Beneficiary-Agent Tells of 
Life Insurance in Action 


How a beneficiary has become a 
promising producer is the “life insurance 
in action” experience of Mrs. Ruth Mor- 
ris, young and pretty widow attached to 
the Bruce Parsons agency of Mutual 
Benefit, Chicago. 

Mrs. Morris told her story at a meet- 
ing of the Chicago Life Underwriters 
Association. It is about the beginning 
and continuance of a family, and starts 
with a young couple marrying in 1933 
during the depression. 

At that time her husband was working 
for a large tire and rubber company and 
his salary each month was $114. As 
most young couples do, they began 
married life with a budget. 


Set Up Budget 


“We were able to find an apartment 
for $30 a month rent, and my husband’s 
expenses were $20 for carfare and 
lunches, or $5 each week,” Mrs. Morris 
said. “$10 we spent on gas, light, phone, 
laundry; $14 was for miscellaneous items 
such as clothing, doctors, entertainment; 
then $20 for food and $20 for life insur- 
ance premiums. 

“You will notice I said we spent $20 
for food, and $20 for life insurance pre- 
miums. In other words, we were really 
paying for food for tomorrow while pay- 
ing for food for today. We did not 
consider the large sum we were putting 
into life insurance as a sacrifice. It was 
always our savings account and we felt 
that we needed a definite savings plan 
in order to be financially independent. 


A Silent Salesman 


“I shall always’ believe that the large 
sums we put each month into our life 
insurance budget acted as a silent sales- 
man that finally drew my husband into 
the life insurance business. In 1936 he 
went with the Mutual Benefit. 

“We had a philosophy that the finan- 
cial expansion program of a young 
couple should not expand faster than 
the husband’s ability to guarantee its 
completion. By that I mean that as a 
family’s income increases and_ their 
standard of living increases accordingly, 
the increase should not take place faster 
than the husband’s ability to guarantee 
its continuance on that general level. So 
with each increase of income came. an 
additional increase to our life insurance 
budget. 

“T can remember the last $10,000 
policy that we took was in December, 
1938, and I am willing to admit that I 
questioned the advisability of taking on 
that additional responsibility at that 
time but we did have a definite need 
for the additional insurance. We were 
building a new home and the second 
baby was on the way. 

_ “While my husband was in the life 
insurance business we talked a great 
deal but it was always from afar. It 
was always part of the imagination. 
Today it is an actuality. Life insurance 
means to me a sense of security. It 
means the type of comfort that goes 
with a fur coat in the wintertime; that 
I can say, yes, I will live in the new 
home that we built and give my children 
the opportunity of association with the 
class of people which I feel is their 
birthright; that my daughters will have 
a college education; that I can Hve the 
remainder of my life by choice and not 
as necessity would dictate.” 
_ Mrs. Morris joined the Parsons agency 
in Chicago in mid-October, 1939, follow- 
ing the death in March of her husband, 
red H. Morris, and the birth of her 
second daughter in August of the same 
year, 


She had three weeks of preliminary 
training and then took the company’s 
“analagraph” course, entering the selling 
field on Nov. 27, 1939. 

She attained immediate success, clos- 
ing three out of four practice cases 
during the school period, paying for a 
total of $59,700. Up to January 30, 1940, 
she had closed six out of seven cases 
for a total of $132,600. Of this amount 
more than $100,000 was prepaid and in 
two-thirds of the cases the complete 
recommended program had been sold. 

Mrs. Morris uses her own story—a 
life income to herself and children— 
with centers of influence who know her 
story and in this way she gets her pros- 


pects. In view of her experience, she 
seeks to complete programs for her 
clients in the same manner that hers 


was completed. Her enthusiasm is tre- 
mendous, for she is, herself, Exhibit A 


of what “Life Insurance in Action” can 
do for a widow with small children. 

She sells families in both substantial 
and lower income brackets who here- 
tofore thought they were amply insured, 
but find when properly “programmed” 
how inadequate their coverage is. 

Mrs. Morris does not sell life insur- 
ance as such, but rather, what it accom- 
plishes. She said, “I decided almost 
immediately after my husband’s death 
to follow this endeavor, though I could 
have taught dancing, inasmuch as it was 
a vocation in which I had had previous 
training.” ; 

Mrs. Morris is 29 years of age. She 
was graduated from the University of 
Illinois and is a member of Delta Delta 
Delta sorority. It was there that she met 
Mr. Morris and where their romance 
began. Since his death she has com- 
pleted the new home which they had 
just begun in Evanston, a North Shore 
suburb, and lives there with her two 
little girls, Mary, age 5, and Jean, age 
6 months—the latter being born five 
months after her father’s death. Mrs. 
Morris’ father is R. J. Finnegan, editor 
of the Chicago “Times.” 








Advises Coordinating Life 
Insurance and General Estate 


Ara W. Brubaker, Tampa attorney 
who is a C. L. U., author of “A Life- 
time of Saving—Then What?”, and “Re- 
ducing Estate Shrinkage Through Ade- 
quate Planning,” addressed the Florida 
State Bar Institute at Bartow, Fla., em- 
phasizing the use of life insurance to 
minimize taxes and estate shrinkages. 

Mr. Brubaker said that even though 
citizens in the uppermost brackets are 
now subject to 79 percent income tax 
and to 70 percent estate tax, the public 
debt has now almost reached the 45 bil- 
lion figure, with some 17 or 18 billions 
of state and local indebtedness added to 
that; that the indirect or hidden taxes 
amount to 33 cents of every dollar 
earned, which goes to the government 
directly, or is mortgaged for the future 
by deficits being piled up, eventually to 
be paid off in tax moneys. 

He pointed out that the some six mil- 
lion common stockholders in the 163 
leading corporations of the country, in 
1938 received an average dividend of 
$1.33 for each share of stock owned; 
whereas, these corporations paid taxes 
equal to $2.73 per share, which was 
equivalent to $576 for each employe. 


Ten years ago, he observed, one could 
safely count on an income of $5,000 or 
$6,000 from $100,000 well invested; 
whereas, today, $2,500 or $3,000 is con- 
sidered a fair return on $100,000. As a 
result of lower interest yields and higher 
taxes, life companies collected from their 
investments, 120 millions less in income 
in 1938 than in 1928 even through their 
assets were larger in 1938; that as a 
result of this lower income, the policy- 
holders had their dividends reduced more 
than 10 million dollars per month. 

Attorneys today, Mr. Brubaker said, 
in addition to being mere draftsmen of 
legal instruments, must also be con- 
servators of accumulated wealth. Life 
insurance should be coordinated with 
the general estate. The government has 
always favored this form of property 
because it achieves certain social ends 
more effectively. 

Mr. Brubaker recommended the ap- 
plication of the following principles for 
estate conservation: 

(1) Arrangements that hold up the 
vesting of property. 

(2) Arrangements for the distribution 
of taxable income to different persons, 





FACT FILE INFORMATION 





A number of requests have been received from agents asking for definite 
statements to distribute to policyholders on the superiority of the present private 


¢ystem of insurance as compared to government plans. 


The following is based 


on the timely talk which J. C. Higdon, vice-president Business Men’s Assurance, 
made before the National Accident & Health Association in St. Louis. 
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ADVANTAGES OF PRESENT INSURANCE PLAN 


By obtaining your insurance through business institutions instead of from 


the government: 


1. Your action is voluntary instead of compulsory. : 

2. You can select benefits particularly suited to your individual needs 
rather than have them fixed by Congressional decree because you happen 
to be included in some particular class of the population determined 


entirely by legislation. 


3. Your promised benefits will be administered by claim representatives 
whose primary responsibility is to make disbursements on the basis of 
facts presented and whose continued employment is contingent upon the 


fair administration of claims. 


4. You are not dependent on having your claims and service administered 

by a political appointee who maintains his position principally because of 

the service he has rendered his own political party. 
re eee ee ee ee ee 


Reprints available at $1 for 200, $2 for 500, $3 for 1,000. 


to prevent it from coming under a single 
taxing bracket. 

(3) The use of life insurance—a cer- 
tain amount, to furnish sustenance for 
the family, under a deferred settlement 
plan with the company, and the balance 
payable to a trustee, with provisions 
making the proceeds available to the ex- 
ecutor to prevent forced liquidation of 
the general assets of the estate. 

_ (4) The use of immediate and de- 
ferred-use gifts. 

(5) Joint ownership of property. 

(6) Use of special powers of appoint- 
ment. 

(7) Prearranged sales for closely held 
business interests. 

(8) Hedging against the loss of ex- 
perienced management for the estate. 

Mr. Brubaker stressed the importance 
of cooperation between the bar and 
agents. 





Business Insurance Sales 
Possibilities Pointed Out 
SAN ANTONIO, TEX.—The possi- 


bilities of selling business insurance to 
grocers, butchers, druggists and other 
small business men were outlined by 
Howard Lawrence, Newark general 
agent Lincoln National Life and presi- 
dent of the New Jersey Association of 
Life Underwriters, before the San An- 
tonio association. As small business 
men are being solicited constantly for 
personal insurance, the question is how 
to present business insurance. In call- 
ing on a sole owner Mr. Lawrence 
brings out the idea that the business 
man has his fixtures and merchandise in- 
sured, so the thing which makes the 
business a success, the owner’s ability, 
should also be insured. 

“Do you gross about 20 percent on 
your sales?” Mr. Lawrence asked. The 
answer is usually yes. “You have in- 
sured the money in the business, but 
the partner is worth three times the 
capital in the business. You do not 
have this partner insured. You can in- 
sure this partner for one-half of 1 per- 
cent.” 


Would He Like to Hire Clerk? 


In approaching a partnership, Mr. 
Lawrence asks if the prospect would 
like to employ a clerk for $10 a week 
who would earn the prospect $20,000 
during the life of the business. “You 
pay the clerk and he will guarantee to 
have money to loan you should you 
need working capital at any time. He 
would also turn back 75 percent of his 
salary when he quits and he would pay 
you $10,000 if he dies. There is just 
one hitch, he must know that you are 
in good physical condition. Are you 
eligible to employ him?” 

Emphasis should be put on such 
points as the loss of good will if the 
business is liquidated, having inexperi- 
enced heirs take over the business and 
the difficulties involved in having a 
stranger take over. The prospect should 
be shown how he can save money 
through business insurance and create 
collateral which he may use to borrow 
from the bank. 


Must Find Out Prospect’s Needs 


ST. PAUL—Trying to sell a man life 
insurance without knowing his needs 
makes the salesman and his presenta- 
tion ridiculous, Ben S. McGiveran, Eau 
Claire, Wis., Northwestern Mutual Life 
million dollar producer, declared at a 
dinner meeting of the Twin Cities 
‘C. L. U. chapters here. 

“The failure to get the true problem 
from the prospect is the greatest cause 
of lack of success,” he said. “Too often 
we are reluctant to ask a man about his 
affairs. We must ask him. We must 
know his thinking and his problem so 
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intimately that we are never talking 
anything except that in which he is pri- 
marily interested. This problem does and 
must, come first.” ; 

T. A. Phillips, president Minnesota 
Mutual Life, spoke. Matt Nolan, presi- 
dent Minneapolis chapter, told of the ex- 
tension courses to be conducted at the 
University of Minnesota. 


Can Overcome “White Elephants” 


R. W. Archer, publicity director 
Southwestern Life, told how to over- 
come the “White Elephants of Sales- 
manship” in a talk to the Beaumont, 
Tex., Association of Life Underwriters. 








Sponsored by Cooperatives 


The Cooperative League of the U. S. 
A. has announced that the Farm Bureau 
Life of Columbus, O., which has been li- 
censed in New York, will be sponsored 
in that state by the Eastern Cooperative 
Wholesale of Brooklyn, which is owned 
and operated by urban consumer coop- 
eratives in New York state. This or- 
ganization is also sponsoring the Farm 
Bureau Mutual Automobile, a member 
of the same group as the Farm Bureau 
Life and the Farm Bureau Mutual Fire. 





Connecticut Mutual Chief 
Discusses U. S. Trends 


President Loomis of the Connecticut 
Mutual, in his annual report, comments 
on important developments last year of 
general interest to policyholders, one 
being the inquiry into the operations of 
life companies being carried on by the 
SEC where the agency is the TNEC 
of the Congress. He said: 

“Previous investigations of the life 
companies have undertaken to improve 
methods of operation by state authority. 
The present investigation is being con- 
ducted under federal authority. The 
possible changing of the supervisory 
control of the life companies would 
raise a question of the greatest impor- 
tance. These companies represent the 
larger reservoirs of the capital savings 
of half the population. Should these 
reservoirs ultimately come under federal 
control, it would be a firm and a long 
step in the direction of state socialism.” 

Regarding social security, Mr. 
Loomis says: ‘The consensus of opin- 
ion is that the social security program 
has not been injurious to the life insur- 
ance business. Suitably adjusted in 
respect to those who bear the tax bur- 
den, as well as to those who receive 
protection, it is recognized as a neces- 
sary part of our national social life. 
Essentially and fundamentally, these are 
different services. While they may 


Service Rendered and Success 
Factors Analyzed-at Minnesota Congress 





ST. PAUL—Life insurance was hailed 
as a great social service by speakers at 
the Minnesota State Association of 
Life Underwriters’ annual sales con- 
gress here. 

It is all important to success to have 
a definite purpose, Albert E. N. Gray, 
assistant secretary Prudential, de- 
clared. Defining the common denomi- 
nator of success as doing those things 
which the other fellow does not like to 
do, Mr. Gray said successful men per- 
sist in doing those things because they 
have an object, a purpose to accomplish. 
“If that purpose is a big one you will 
accomplish it in a big way. You may 
succeed beyond your hopes but never 
beyond the purpose to which you have 
surrendered.” 

Don’t Like to Prospect 

Most agents do not like to prospect, 
plan work, keep records or plan sales 
talks. “That is why I call the com- 
mon denominator of success as the 
doing of those things which the other 
fellow does not like to do.” 

Speaking as a layman, J. O. Christian- 
son, superintendent Minnesota School 
of Agriculture, stated that life insurance 
should be “well sold but never over- 
sold.” When he was a student work- 
ing his way through college an enthu- 
siastic agent talked him into buying a 
$5,000 policy. He could not meet the 
payments and finally let the policy 
lapse. For many years afterward he 
was soured on life insurance. Recently 
he was ill and he gained great satis- 








supplement each other, social security is 
not a substitute for life insurance. The 
buyer of life insurance chooses the 
amount, the term, the method of 
premium payment, the beneficiary, and 
the mode of settlement. The company 
is not only required by contract to 
make payment, but is required by law 
to be prepared to make payment. Any 
social security program, to be success- 
fully operated for an extended period, 
must of necessity afford inadequate pro- 
tection. It is a base upon which one 
may add a program of definite and 
flexible protection.” 


Osler Is Board Chairman 


F. G. Osler, vice-president Manufac- 
turers Life, has been elected chairman of 
the board of directors of the Canadian 
Surety, succeeding the late Thomas 
Bradshaw. Mr. Osler has been a direc- 
tor since 1913. 
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faction by knowing that his subse- 
quently acquired insurance would aid 
his family if he didn’t recover. “So I 
say you agents are justified in telling 
the people the value of life insurance. 
We are civilized to the extent that we 
plan ahead. You agents may well hold 
your heads high because you help 
people to plan ahead. You do not need 
to be apologetic about your business. 
I don’t know of any business that has 
greater social significance than life in- 
surance. 
Lack of Planning Disastrous 

“Lack of adequate planning and sav- 
ing has caused more broken homes than 
any other one thing. There has been 
too much sacrificing the future for the 
present. There should be more sacri- 
ficing the present to provide for the 
future. The question is shall we do 
our own planning or allow ourselves to 
be dumb-driven beasts in attaining so- 
cial security. You life insurance agents 
are contributing in great measure to real 
social security and democracy.” fi 

In a talk on “How to Sell Yourself 
for a Million a Year,” John Morrell, 
associate manager Equitable Society in 
Chicago, told of the possibilities in 
selling life insurance trusts and agree- 
ments. An alert and _ well-informed 
agent can be of service to a client in 
drawing his will, in providing retire- 
ment partnership and stock agreements 
and revocable and irrevocable trusts. 

Saying that life insurance agents had 
taught him about all he knows about 
salesmanship, Arthur Motley, Crowell 
Publishing Company, analyzed the com- 
monest faults in salesmanship. | 

Personal appearance, attire, facial ex- 
pression and little mannerisms all enter 
into salesmanship, Mr. Motley stated. 
He told how he was fascinated by the 
mobile face of a salesman who called on 
him. He studied his own facial expres- 
sions while he gave his sales talk before 
a mirror and found that he talked out 
of the corner of his mouth. He began 
practicing before a mirror until he had 
developed a facial play that would help 
his sales talk. ‘ 

Commissioner Yetka praised — the 
agency system but warned that it is 
now on trial. “We must stand for the 
highest ideals so that the system shall 
survive,” he declared. 

Hiram Moore, president state asso- 
ciation, and Oswin A. Reeves, chairman 
general committee, presided at the ses- 
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its zenith. Gay nights, laughter and life; 
sunny days filled with thrills and excite- 
ment. In the center of everything is 
situated the HOTEL CLARK at Fifth 
and Hill Streets. A hotel where you will 
enjoy hospitality to its fullest extent; 
where you will find your every wish an- 
ticipated. Whether you stay in Los An- 
geles for a few days or a month, choose 
Hotel Clark, downtown in the heart of 
things. 


Personal Management 
of P. G. B. Morriss 








CHICAGO 


VERMILLION NAMES ASSISTANTS 


Gifford T. Vermillion, the new Mu- 
tual Life of New York manager in Chi- 
cago who took over the old Hintzpeter 
agency, has appointed two assistants. 
George H. Gruendel becomes assistant 
agency manager and Nathan H. Weiss 
was appointed supervising assistant. Mr. 
Gruendel formerly was connected with 
the Hintzpeter agency for four years as 
an agent and did some supervisory work. 
Last year he was agency assistant of 
the Hobart & Oates general agency of 
Northwestern Mutual in Chicago. He 
studied tax law in the De Paul Univer- 
sity law school after attending Lake 
Forest College. He also attended the 
Northwestern University C. L. U. re- 
view courses and took various other 
studies to fit him for professional life 
insurance work. Mr. Gruendel qualified 
for the C. L. U. designation. He is 
handling the recruiting and training of 
new men and also brokerage in the Ver- 
million agency. Mr. Weiss has been one 
of the leading agents in the Hintzpeter 
agency for many years and has repre- 
sented the Mutual Life for 22 years. He 
is a past president of the agency’s field 
club, of which he has been a member 





for 15 consecutive years. The Vermillion 
agency will conduct its own C. L. U, 
review course this year under supervi- 
sion of Mr. Gruendel. 





BUSINESS-GETTER CLINIC FEB. 14 
“Life Insurance in Action’ will be the 
theme of the Chicago Life Underwriters 
Association business-getter sales clinic 
Feb. 14 at Hotel La Salle. Five mem- 
bers selected by a committee of judges 
will tell their stories and the winners 
will be determined by the audience. 





REPORT HIGHER AVERAGE 


Some of the Chicago life offices are 
reporting a higher average policy pro- 
duced during the last two or three 
months. Seemingly there are a num- 
ber of cases where people are buying 
from $15,000 to $25,000 insurance. There 
are a few very large cases showing up 
but not many. 


POLICIES 


U. S. Dividend Scale Cut 


The 1940 dividend schedule of the 
United States government life insurance 
has been decreased. On ordinary life, 
age 20 of issue, the first dividend at the 
end of thé third year is $1.25; at the 10th 
year it is $3.10; 15th year, $3.82; 20th 
year, $4.51. At age 35 of issue the first 
dividend of $1 is now paid at the 15th 
year instead of the 14th year of issue, 
The 20th year dividend at this age is 
$5.11. 


Canada Life Dividends 


TORONTO—While the annual re- 
port of the Canada Life for United 
States release is in the course of prep- 
aration, it is known that General Man- 
ager S. C. McEvenue will announce 
larger dividend payments as of July, 
1940. The company increased policy- 
holders’ dividends in 1939 for the third 
successive year, and it is announced by 
Mr. McEvenue that unless unforeseen 
developments arise a further and larger 
increase will be made this year. 


Back in Receivership 


AUSTIN, TEX.—The Home Life of 
Dallas is back in receivership under 
order of District Judge Moore and is 
restrained from disposing of any assets. 
A hearing has been set for Feb. 12. Will 
G. Knox, statutory liquidator, was ap- 
pointed receiver. 


Kentucky Home Officials Visit 


Following the policyholders and direc- 
tors’ meeting, President Ellsworth Reg- 
enstein and J. B. Williams, secretary- 
treasurer Kentucky Home Mutual Life, 
visited the Nashville branch office. Mr. 
Regenstein continued the trip south, vis- 
iting the southern general agencies in 
Tennessee, Florida and Alabama. 

R. Paul Grider, agency supervisor, is 
this week visiting the eastern Kentucky 
general agencies. The groundwork for 
sales and organization plans for the year 
are well under way. From recent devel- 
opments and appointments, it looks as 
though 1940 will be a banner year for 
Kentucky Home Mutual. 


REJECTED RISKS 


“T haven’t been in the best of health 
but I’ll be there if I have to come ona 
stretcher,” E. H. Mulock, president Cen- 
tral Life of Des Moines, told B. R. Jones, 
Allied Mutual Casualty, when he was in- 
vited to the christening of Mr. Jones’ 
new recreation room. 

Mr. Jones’ guests had started playing 
cards when a siren sounded and an am- 
bulance arrived. Two white clad at- 
tendants transported a blanket-swathed 
stretcher into the room. The guests 
paid no attention to the procedure so fin- 
ally Mr. Mulock arose in disgust and 
joined the card game. 





























| LIFE VIEWS IN THE NEWS 


XUM 


Two events climaxed the meeting of the General Agents Association of the 
New England Mutual Life in Boston. President George Willard Smith was 
presented with a leather-bound book containing the names of 947 fieldmen 
who qualified in the tribute to Mr. Smith in honor of his 10th anniversary as 
president. Above, G. N. Bearden, Los Angeles (left), leading producer in the 
tribute, reads the inscription to President Smith (center), while Guy D. Ran- 
dolph, Cincinnati (right), retiring president General Agents Association, helps 
to hold the manuscript. 

The Hays & Bradstreet, Agency, Los Angeles, was awarded the Pres- 
ident’s Trophy for outstanding development during 1939. Below, left to right. 
President Smith awards the trophy to the agency, represented by Mr. Bearden. 
and Rolla R. Hays, R. R. Hays, Jr.. general agents, and R. H. Bradstreet. 


Fred C. Repass (right), Waterloo, Ia., general agent Mutual Trust Life, was 
named “King of Effort” in the Directed Effort Campaign during the last quarter of 
1939. In recognition of this achievement he was invited to attend the company’s 
annual meeting in Chicago as a guest of honor at a special luncheon given him 
by the directors. In an appropriate ceremony, Mr. Repass was crowned “King of 
Effort” by Vice-President A. B. Slattengren. 


At convention of California-Western States Life at Del Monte, left to right: Ray P. 
Cox, vice-president, O. J. Lacy, president: Grant Taggart, Cowley. Wyo.; million 
dollar producer who is president of El Capitan Club. 


N. P. Severin (right), president N. P. Severin Construction Company, Chicago, 
has been director of the Mutual Trust Life for 35 years and has been a powerful 
influence in its growth. In appreciation of his long record of service, President 
Edwin A. Olson, on behalf of the board of directors, presented Mr. Severin with a 
scroll at the board’s annual meeting. 


At the regional meeting in Chicago, W. P. Worthington (left), superintendent of 
agencies Home Life of New York. presented James F. Ramsey (center), Chicago 
general agent, with a quality producers plaque. John F. Walsh, assistant super- 
intendent of agencies, Chicago, looks on. Mr. Ramsey’s organization had the 
largest number of men paying for business at the rate of $150,000 a year or more. 





* 


District managers of the E. A. Woods general agency of Pittsburgh held a two day meeting at the Equitable Society's home office in New York to discuss 
plans for 1940 including the agency's 60th anniversary campaign culminating next November. At the luncheon President T. I. Parkinson spoke, outlining the excel- 
lent position of the society as it enters the new year. 


Star salesmen were honored at the annual agency banquet of the Lincoln National Life in Miami 
by A. L. Dern (left), vice-president and director of agencies. A. F. Hall (center), chairman of the 
board, and A. J. McAndless, president, gave outstanding talks at the convention. 


A. H. Kahler (left), second vice-president Indianapolis Life, 
was a guest speaker at the Country Life’s annual agency con- 
vention in Peoria. Dave Mieher (right), sales manager, was in 
charge of the program. 


Among the 400 who celebrated the Lincoln National's attainment of 

At the Lincoln National Life’s “billion dollar” convention in Miami W. W. Scott $1,000,000,00 insurance in force at Miami were: (left to right) F. W. Gale, super- 

(left), Minneapolis general agent: W. T. Shepard, Los Angeles general agent, and intendent of agencies; W. T. Plogsterth, director of field service; and G. B. 
Dr. C. H. English, retired medical director, discussed the company’s success. Schwieger, Portland, Ore., general agent. 





